


This Tread Guarantees— 
weight, strength, safety, service. 


PENNSYLVANIA 


VACUOMT@OPDTIRES 


The heaviest, strongest, toughest tires made— 
per rated sizes. 


Guaranteed non-skid on wet or greasy pave- 
ments, else returnable at full purchase price 
after reasonable trial. | 


Guaranteed oilproof—through and through. 
Guaranteed for 4,500 miles—and averaging 
nearer double this distance in actual use. 
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TWO DOLLARS A YEAR 
VOLUME 94: NUMBER & 


TEN CENTS THE COPY 






















The dealer who handles Vacuum’ Cup 
Tires attracts the very best class. of 
tire buyers in his community 
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Company 
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An Independent Company with an independent selling policy 
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== “Vesuvius” Spark Plugs 


“Throw Out” Money to the Dealers Handling Them 


I] hice es Vesuvius Spark Plugs have a big sale. They are well known 
eee : and well liked—and not without reason—stiff competition does not 


permit any plug achieving a big success unless it possesses the 


ee highest amount of merit. 
| 


. <a Mosler Vesuvius Spark Plugs have no equal for high speed, 
ag energetic ignition and power. 


They have a special stone insulation that is indestructible. So 
strong and durable are they that they will outlast the motor. 


They can be easily taken apart and re-assembled absolutely gas- 
tight. 


ee 


= . Knowledge based on years of successful service permits us to 
i guarantee them forever, as to workmanship, material and quality. 


The 


ees | (Mosler “Vesuvius” Spark Plugs 


are well known and their sale and use is constantly growing. This is evident 
as the leading automobile manufacturers adopted them as standard equip- 
ment for 1914. 
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Besides this, we are constantly “Hammering Away’ at the user thru 
our Consumer advertising, with results. 


Let these ‘‘Vesuvius Spark Plugs” “‘throw out’’ money to you. 
It's easy. 


chemin atnliininrn ni Net tt ATO 


Ask or write your jobber today. 
If he hasn't them, write us. 


A.R. Mosler & Co., “x. °"" 
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“NATIONAL” 
Ornamental 
Butts and Hinges 








have finer appearance, are easier 
to install and are gradually displac- 


- ing old style butts and hinges. 


National Butts make a good car- 
penter out of a comparatively poor 
one. TIhat is, National Butts can 
be -installed quickly and readily 
and no extreme care is necessary. 
Usually the hanging of doors is left 
to the crack-a-jack carpenter who 
was very painstaking, careful and 
slow. Contractors find now that 
they actually cut down labor cost. 


National Butts and Hinges ap- 
peal to modern home builders who 
want their home to be a little dif- 
ferent. Everything helps. Na- 
tional Butts are very attractive 
and practical. Once used they 


please and satisfy. 


Our little deluxe booklet tells 
allabout them. Write for a copy, 
it's worth having. Yes, our prices 


are interesting. 


STERLING, 
ILLINOIS 
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Off for the hunt 






Reeollections of Past Fun—Plans for Future Business 
By “SOUTHERNER” 


HE crackling of burning wood in the immense 
T open fireplace awoke us. We stretched lazily 
in the warm, comfortable bed and watched 
the flicker of the yellow flames on the ceiling while 
we stifled an almost irresistible desire to go back 
to sleep. Through the window we could see the faint 
light.of the breaking day, and it promised to be 
clear and cold. Heavy frost covered buildings and 
fields with a thick, white mantle which rivaled snow. 
It was Thanksgiving morning—the time for that 
long anticipated hunt. 
Finding the First Covey 
Half an hour later we were crossing a pasture 
headed for the place a covey was known to feed each 
morning. About us raced the dogs, eager for the 
first scent of birds. We climbed an old rail fence 
and entered a stubble-covered field, dotted with small 
clumps of pines. The dogs had scrambled ahead as 
we paused to load. They were going cautiously 
now. A beautiful setter circled in front of us and 
suddenly went down on her belly scarcely ten feet 
away. “Steady, girl!” The cail was low but she 


heeded, quivering with eagerness to flush. The 
other two dogs circled back at the call and now 
crouched almost at her flanks. 

Silently our party ranged behind the dogs. A 
low-spoken word indicated who was to take the first 
shot. 


Each nerve of our bodies was as tense as 
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those of the eager dogs. Guns, thrown off safety, 
were gripped to swing to shoulder in the shortest 
possible time. Slowly the dogs crawled ahead of us 
—the birds were now running. “Go!” At the 
word three dogs leaped forward. The partridges 
whirred noisily from cover; guns crashed; feathers 
floated lightly in the powder-tanged air; the dogs 
raced madly. We spotted the place where the covey 
had flown and then—‘“Steady; dead; dead in here; 
dead bird.” A few minutes later a brace of par- 
tridges were in the bag, and we were trudging hap- 
pily through the wet grass, the dogs working close 
in for singles. 
Looking Ahead 


It may seem strange to conjure up such memories 
when the thermometer is ranging about the nineties 
and the sight of a gun scarcely arouses any en- 
thusiasm in your favorite dog. Yet, if you stop to 
consider, the concern from whom you have recently 
purchased, or will soon purchase your fall sporting 
goods, began planning for those sales almost as soon 
as your order of the year before was shipped. 

As we were enjoying the experience which has 
been recounted it was being duplicated everywhere 
quail are found. It meant, of course, a substantial 
business for many hardware merchants. But the 
carloads of shells, and the thousands of dollars’ 
worth of other equipment sold for that single 
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A display of firearms and ammunition made by the O. A. Matsons Company, Albuquerque, N. M., that is excep- 
tionally good 


Thanksgiving hunt are a small portion of the grand 
total. That total begins to be formed shortly before 
the open season for game; it continues to swell until 
the very last day that hunting is legal. 

The hardware man who wants to make his in- 
dividual sales-total reach a new high mark should 
be forming his initial plans for the business right 
now. There is no limit to the number of plans you 
can operate successfully, and possibly no one can 
outline a plan ‘for your particular business better 
than yourself. In fact you can move a very satis- 
factory quantity of merchandise without any plan 
at all, but the man who skims the cream of this 
business is going to be busy in the near future on 
some scheme which will interest the consumers in 
his town in the line of goods he has for sale. 

An Illinois dealer secured excellent results last 
year with a simple cardboard folder containing a 
digest of the game laws of that state. One page of 
this folder was devoted to some terse advertising of 
_the goods this merchant had to sell. If-you are 
going to follow a plan of like nature you should be 
preparing the copy for the printer right now. Your 
advertising man should be giving some attention to 
his fall copy. The more time he spends the better 
results will be obtained. 


Forestalling the Mail Order Houses 


Fall hunting may seem a long way off, at first 
thought, but it is well to remember that the quail 
startled out of some wheat stack is sending many a 
country boy to the old reliable catalog at night. He 
is already dreaming of the gun he wishes to own, 
and the other equiment which will be purchased 
with it. It is up to you to forestall those plans by 
getting him interested in your line before the money 
_ order is bought. 

- This calls to mind, by the way, the fact that the 


first gun we ever owned came from such a source. 
It was only a single barrel affair, and the price was 
$4.95. We read the description on the highly litho- 
graphed page until we knew it by heart long before 
we had accumulated enough money to send for it. 
Unhappily the hardware man in our town did not 
arouse our interest sufficiently to cause an examina- 
tion of his guns before we bought. We learned 
afterward that we could have saved both time and 
money. 

That little gun did the work, however. True, 
there were trying moments when empty shells stuck 
and our pocket knife had to be brought to the res- 
cue; true, we learned never to venture out without 
our shell extractor; but the weather had to be very 
bad, or the wood-pile very low, if we failed to 
shoulder it every Saturday morning during the 
hunting season. 


Kicked Into a Hammerless Frame of Mind 


We killed our first partridge with that gun. When 
the covey flushed we were too frightened to do 
more than watch, and then we followed the birds 
over a pine covered hill where they seemed to light. 
It was early in the season and in the midst of that 
pine thicket we spied one Mr. Bob White peering 
at us over the limb of a low tree. The gun 
came to the shoulder quickly, and spoke. The 
bird fell almost at our feet, one shot having passed 
through his head. Frightened at his death flutters, 
the gun was dropped and we sprang upon that poor 
bird with all the energy and determination one 
could show in tackling a greased pig. A moment 
later he was in our bag, but honestly, we did not feel 
real safe about him until the last quiver of his body 
had ceased. 

The second venture in guns was a 32-inch double 
barrel, choke-bored, hammer gun that would get a 
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squirrel about as far as you could see him, and 
would tear the birds—shot boy-fashion—into un- 
eatable bits. That old gun kicked us into a ham- 
merless frame of mind, the occasion being our 
eagerness to get two shots into a covey of par- 
tridges. Concussion fired the left barrel even as the 
right blazed; the roar echoed through that little 
glen like a 13-inch gun at target practice, and the 
smoke was so thick, even when we picked ourselves 
from the clump of bushes into which we had been 
impelled by the mulish proclivities of the gun, that 
we could scarcely see ten feet away. 
Charley Morgan’s Mail Order Devourer 

But before we get too far away from that first 
mail order purchase, perhaps it would be well to 
direct your attention to some means by which like 
purchases can be influenced to your till. To this 
end we are going to call to our assistance the win- 
dow-trimming abilities of Charley Morgan, of the 
Mitchell- Powers: Hardware Company, Bristol, 
Tenn.-Va. We are thoroughly convinced that such 
a window as we are reproducing will do much to 
keep money away from Chicago. We further be- 
sieve you will agree with us when we say that, for 
an interest-producing, sales-making effort, Mr. 
Morgan certainly deserves credit for this trim. 

We have seen cornstalks used for everything 
from mattresses to breakfast food but never have 
we observed them fashioned into a hirsute adorn- 
ment for such a mail order devourer as is fash- 
ioned here. This creature consists of a number of 
properly arranged wagon rims covered with inex- 
pensive building paper. Blue and white carpenter 
chalk forms the eyes. The tongue wags a message 
of “See our line first,” that is as incessant as proc- 
lamations as to the authenticity of the discovery of 
“The River of Doubt.” A “Skiddoo” lamp inside 
the.cavernous mouth flashes at well-timed intervals, 
increasing the effectiveness of the assured interest. 

Two shrouded figures, which may represent 
either’ ghosts or reproductions of the almost for- 
gotten Klu-Klux effectively fill un-needed spaces in 
the background. 

Single barrel guns, which are specially priced, 
are featured by stacking them on two sides of the 
central figure and placarding them with neat store 
cards which certainly had the kid of Bristol leading 
indulgent parents by that window whenever the 
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This charming huntress, featuring the new Marlin 20 

gauge hammerless repeating shotgun, is furnished in 

electrotype form by the Marlin Firearms Company, 
New Haven, Conn. 


opportunity presented. The same cards doubtless 
gave our mail order friends something to ponder 
over. Higher grade guns rested attractively on 
boxes of shells, and each had its explanatory card 
with the price. 

The floor was covered with leaves and corn on 
which a number of boxes of shells have been opened 
and their contents scattered at random. Various 
accessories .were placed about the window, labeled 
and priced. Dog chains and collars are strung from 
the ceiling about the jack-o-lanterns which gleam 
fearfully at night. 


Be Ready When War Is Declared 


We do not question the statement that this win- 
dow produced sales. It could not help doing so. It 
is not fair, however, to put the burden of the work 
on the window trimmer. The men behind the 
counter should be ready to take care of trade when 
the window has produced its initial results. Every 
many who expects to show a gun or rifle this season 
should be learning now the talking points of his 
guns, the comparisons between them and others. 
Every man in the store should be gathering infor- 
mation from farmers about the best hunting places; 
should be learning what lands are posted and those 
which are not. This information should be jotted 
down in a note book for the service of your cus- 
tomers. The very youngest salesman in your store, 

















Price cards and Klu-Klux vie for prominence in this window display, trimmed by C. C. Morgan of the Mitchell- 
Powers Company, Bristol, Tenn.-Va. 4 
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Mr. Merchant, should have some pointers on the 
sizes of shot which produce best results on various 
game in your community. Yow should see that this 
is being done now. 

They tell us the great secret of success in war is 





Copyright by Underwood & Underwood 
A window display of this type would surely arouse the 
local huntsmen to activities in the buying line, that 
would make possible a materialization of being “In the 
hunters’ camp” 


BEING PREPARED. Every competitor you have 
is going to declare war on you within a month for 
the bulk of the fall sporting goods sales in your 
town. ‘The man who makes the first move will have 
an advantage; the man now making plans for this 
trade, whose stock will be complete, whose window 
trimmer is already clipping every sporting goods 
window seen in a trade paper, whose advertising 
man has copy, which will interest sportsmen, al- 
ready in course of preparation—that man will be, 
by far, the best fitted to win. Will you be that 


man? 


F. E. Kohler & Co., Shares Divi- 
dend with Employes 


ITH a view to retaining its employes, F. E. 

Kohler & Co., Canton, Ohio, have adopted a 

plan whereby those who have been with the concern 

for an entire season will share in a dividend of 
approximately 3 per cent. 

The company finds it disarranges the work and 
that considerable inconvenience has been caused by 
employing new people, and it believes that it is to its 
best interests to reward the employes. It has also 
discovered that its products can be turned out more 
economically and profitably when done by those fa- 
miliar with the work. 

It is the desire of the company to continue this 
practice, with an increase in dividends, which will, 
of course, depend on business conditions. 


Many a man’s self-conceit is due to ignorance. 
Experience would fail as a teacher in a correspond- 


_ ence school. 
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Puzzle Window Produces Gratify- 
ing Results 


A HARDWARE puzzle in the window of the 

George J. Marquardt Company, Toledo, Ohio, 
kept crowds constantly before that store for two 
weeks. 

The puzzle consisted of various articles of hard- 
ware used in connection with words to make a num- 
ber of sentences. Three prizes were offered for the 
solution:: First prize, a tool set or a percolator; 
second prize, a safety razor outfit or a manicure set; 
third prize, a pair of scissors or a pocket knife. 

All who wished to enter the contest were re- 
quired to enter the store and register their names. 
In a letter to HARDWARE AGE regarding the window, 
E. G. Marquardt, originator of the plan, writes as 
follows: 

“Although we offered prizes as an incentive, still 
we do not believe that this would have been neces- 
sary for we had crowds in front of the window try- 
ing to solve the puzzle long before an announcement 
was made that prizes would be given away. People 
who were at first inquisitive would become inter- 
ested after they had solved the first line or two, and 
then would stay until they had finished it. The puz- 
zle acted as sort of a challenge to their intelligence.” 

The puzzle was arranged on a large board placed 
easel-fashion in the window. The following is the 
correct answer, the italicized words being represent- 
ed by articles of hardware: 

& LISTEN! 


STOP! WATCH! 


A TIP 


SPRING AT A REEL SNAP. RING IN ON THIS 
PUZZLE — REGISTER NOW. BRACE UP, 
WASTE NO TIME, BUT BOLT IN AND TRY- 
SQUARE PEOPLE. AWL OUR PRICES ARE ON 
THE LEVEL. WE HANDLE STAPLE GOODS 
AND ARE LEADERS IN OUR LINE. EVERY 
BIT IS MARKED IN PLANE FIGURES AND 
HAMMERED TO HARDPAN. ONE-MAN SAW 
KEYS FILED, SAFETY RAZOR BLADES AND 
SCISSORS SHARPENED HERE, DRILLED 
HOME, PICKED UP TWO RAZORS BUTGAUGED 
THE WORK LASTING AND BROUGHT ONE 
SAFETY RAZOR AND NOW TRADES HERE 
SOLELY. 


Starting at the beginning we will take up the 
words about which there may be questions. Listen 
—lis was spelled out and a figure 10 was used for the 
balance. “Tip’—a fish rod tip. The words 
“Spring at” were made up as one word, a coil spring 
being shaped like letter A and a pipe T used for the 
letter T. “Our Prices,” in the sentence “Awl our 
prices are on the level,” were printed on the level 
and the words “are on the” were left out, they being 
understood. “Leaders’”—used two fish leaders. 
“Figures”’—used an assortment of house numbers. 
“Hammered”—used a hammer and printed “ed” on 
the handle. The same thing was done with the 
other words ending in “ed.” 

The last sentence requires no explanation, though 
it was the hardest for the contenders to solve be- 
cause it was made up almost entirely from hard- 
ware. 

In his letter, Mr. Marquardt says: 

“The results of this puzzle were very gratifying 
to us for we had a constant crowd before our win- 
dow.for over two weeks and we feel assured that if 
any of your readers try it, or something similar, 
they will have the same success.” 








FIVE BANKERS 


ON THE FEDERAL 


RESERVE BOARD 
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The Federal Reserve Board: Seated, left to right: Charles S. Hamlin, Secretary McAdoo and Frederic A. Delano. 
Standing, left to right: Paul M. Warburg, John S. Williams, W. P. G. Harding and Dr. Adolph C. Millor 


HE five members of the new Federal Reserve 
= Board, in whose hands will rest direction of 

the vast financial system undertaken by the 
Wilson Administration, have been sworn in by 
William G. McAdoo, Secretary of the Treasury. 
Their personalities should be a subject of consider- 
able interest to all Americans, for, in a way, they 
are pioneers—or, more correctly speaking, per- 
haps, the selected agents to carry forward the new 
plan of placing the national banking system upon 
a sound and correct basis. They come from widely 
separated sections of the country; they are men of 
different occupations, and of diverse interests and 
habits of thought. Collectively, they should bring 
to the task ahead of them a singular breadth of 
vision and freedom of outlook. 

One of the five is a citizen of the United States 
by adoption; another was born abroad of American 
parents; three of the five were educated or took 
degrees at Harvard; one is a railroad president; 
another a lawyer, who has been twice Assistant 
Secretary of the Treasury; another is an economist; 
two are bankers, but representing two distinct 
spheres of banking influence. All five have taken 
steps to comply with the law under which they were 
appointed, which specifies that members of the Fed- 
eral Reserve Board must sever all their connections 
with private business. Probably four out of the 
five, if not all of them, are making positive sacri- 
fices in accepting the salary of $12,000 which they 
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will receive as members of the Federal Reserve 
Board. 
Hamlin, Governor, a Lawyer 


Charles Sumner Hamlin, of Boston, a relative of 
the late Hannibal Hamlin, Vice-President of the 
United States, is governor of the Board. Mr. 
Hamlin is a lawyer by profession, but in the last 
two Democratic Administrations he has served as 
Assistant Secretary of the Treasury. He was born 
in Boston, August 30, 1861, a son of Edward Sum- 
ner Hamlin, a well-known merchant of his time, 
and was graduated from Harvard in 1883, taking 
the degrees of A.M. and LL.B. in 1886. In the 
latter year he began the practice of law in Boston, 
and entered politics as a Democrat. He was de- 
feated for the State Senate in 1897, and for Secre- 
tary of State in 1892. In the same year he served 
as an alternate to the Democratic National Con- 
vention, and President Cleveland appointed him As- 
sistant Secretary of the Treasury in the following 
year, an office which he held until 1897. 

In 1897 he was appointed special commissioner 
from the United States to Japan, and also special 
commissioner to represent the United States in 
negotiations with Japan and Russia, in the mat- 
ter of arranging the difficult problems presented by 
the fur-seal industry. His success in these inter-, 
national negotiations led to his appointment to rep- 
resent the United States in a convention entered 
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into between this country and Great Britain to 
terminate another fur-seal controversy which had 
grown up between them. He was also appointed a 
member of the Board of Paris Exposition Commis- 
sioners from Massachusetts in 1898, and was a dele- 
gate to the Democratic National Convention at St. 
Louis in 1904. In 1910 Mr. Hamlin was a promi- 
nent candidate for the gubernatorial nornination. 
When Mr. Wilson was elected President, one of his 
appointments was that of Mr. Hamlin to his: old 
place as Assistant Secretary of the Treasury, in 
charge of customs. Mr. Hamlin is a lecturer on 
government at Harvard, and author of numerous 
works on statistical and legal points. 


Paul M. Warburg, perhaps the most discussed 
member of the Board, is the only one of its mem- 
bers who is a citizen by adoption. Mr. Warburg 
could scarcely be called an immigrant, however. He 
first came to the United States in the course of a 
journey about the world, by means of which he in- 
tended to educate himself in international finance 
and the banking systems of the several nations. 
Apparently, this country took a strong hold on him, 
for he made his permanent home here, where he 
has become one of the foremost authorities upon 
banking, and, in particular, monetary reform, in 
the world. 

A Partner with His Father 


He comes of a banking family. He was born 
August 10, 1868, in Hamburg, Germany, where 
he received his education and early business train- 
ing. He first entered the employ of a Hamburg 
commission firm in 1886; two years later he en- 
tered jis father’s banking firm of M. M. Warburg 
& Co., founded by his great-grandfather in 1798; 
and then went to London. With the object of 
familiarizing himself with English banking meth- 
ods, he spent three years working for a discount 
firm and a stock-brokerage house. In 1891 he en- 
tered a French bank, and the following year found 
him on an extensive tour of India, China, and 
Japan. He reached the United States in 1893. 

Maybe Mr. Warburg would have liked to stay 
_ then, but his father summoned him to become a 

partner in the home firm in 1894, and the next few 
years were spent in this position. In 1901 he be- 
came a member of the Hamburg Municipal Coun- 
cil, and he was active in bringing about the forma- 
tion of the League of German Bankers. It was in 
1902 that he returned to New York as a partner 
in the house of Kuhn, Loeb & Co., and fixed his 
definite residence in this city. He soon became a 
director in many large banks and corporations, as 
well as in numerous charitable, sociological, and 
philanthropic organizations. In 1906 he began a 
campaign for comprehensive monetary reform, 
serving as a member of the Currency and Finance 
Committee of the Merchants’ Association and on 
a similar committee of the Chamber of Commerce, 
of which body he was elected vice-president in 1913. 
Briefly, the principle for which Mr. Warburg has 
worked has been the concentration of scattered re- 
serves and the assurance of safety and liquidity for 
banks by the creation of a discount market. He 
has published many articles and delivered addresses 
furthering his views. 

Possibly, Mr. Warburg’s conception of the post to 
which he has attained, after no little difficulty and 
self-control, is best expressed by his statement that 
he was taking steps to relieve himself of all con- 
nections, not only with business, but with charitable 
societies. 

“A man in my position,” he said, “must be like 
. Cesar’s wife; he must be above suspicion.” 
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! Delano a Railroad Man 

The third member of the Board is Frederick 
Adrian Delano, of Chicago, who was president of 
the Chicago, Indianapolis & Louisville Railway. He 
has been a member of the Committee on Industrial 
Relations, to which he was appointed by President 
Taft, and reappointed by President Wilson. Mr. 
Delano was born in Hongkong, China, September 
10, 1863, the son of American parents. Most of his 
boyhood was spent at Newburgh, N. Y. He was 
graduated from Harvard in 1885, and began his 
railway service with an engineering party of the 
Chicago, Burlington & Quincy, operating in Colo- 
rado. Later came shop instruction, and by 1889 he 
had become assistant to the second vice-president of 
the line. In 1901 he had risen through a series of 
offices to be general manager, a post he held until 
1905, when he-took up general consulting work, and 
for a short time was consulting engineer to the 
War Department in relation to the railroads of 
the Philippine Islands. 

Later, in 1905, he became president of the Wabash 
Railroad Company. He has also been president of 
the Wheeling & Lake Erie Railroad Company and of 
the Wabash-Pittsburgh-Terminal Railway _Com- 
pany, chairman of the board of directors of the 
Metropolitan West Side Elevated Railroad Company 
of Chicago, and a director of the Union Mining 
Company of Maryland. Among other things, Mr. 
Delano is a member of the board of overseers of 
Harvard College. He is, of course, the Middle Wes- 
tern representative of the Reserve Board. 

The economist member of the Board is Adolph 
Caspar Miller, of San Francisco, since 1902 pro- 
fessor of economics and commerce in the faculty of 
the University of California. He was born in San 
Francisco January 7, 1866, and graduated from the 
University of California in 1887. One year later 
he took his A.M. degree at Harvard, and in 1899 
began his career as an instructor in the department 
of economics at Harvard. In 1890 he was appointed 
professor of history and politics at the University 
of California; the next year he was called to Cor- 
nell to become associate professor of history and 
politics. In 1892 he moved again, this time to fill 
the chair of finance at the University of Chicago, a 
post he held, with one intermission for foreign 
study at the Universities of Paris and Munich in 
1895 and 1896, until he returned to his alma mater 
for the last time. 

As has been said, two of the five regular members 
of the Board are bankers. Mr. Warburg is one; he 
represents the powerful circle of international 
financiers whose headquarters are New York, and 
whose interests are world-wide. The other is W. 
P. G. Harding, president of the First National 
Bank of Birmingham, Ala., one of the financiers 
who have been largely responsible for the commer- 
cial and industrial resurrection of the new South. 
Harding is best described, in the phrase of those 
who know him, as “a hard-headed, shrewd South- 
ern banker.” He has a special knowledge of finan- 
cial conditions throughout the South, and especially 
the enormously important field of cotton financing. 
In personality, he is rugged, bluff, and straightfor- 
ward. A self-made man, he has built up a consid- 
erable personal fortune, and although one of the 
least known of the five members of the Board, those 
who have chanced to observe him in the past claim 
that he will prove one of its most valuable mem- 
bers. It is naturally expected that he will prove 
a medium for the expression of the sentiments and 
beliefs of the vast number of small bankers scat- 
tered through the less densely populated sections 
of the country—From the Evening Post, New 
York. 
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INDIA HOUSE TO FOSTER FOREIGN TRADE 
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India House, 1 Hanover Square, New York City, new dining club and headquarters for encouraging our for- 
eign commerce, through which to cultivate and perpetuate American foreign trading traditions 


devoted to the development of American for- 

eign trade, both imports and exports, a new 
club has been organized in New York City which 
will be known as “India House.” The name is 
taken from the traditions of American oversea 
commerce in the days of the clipper ship era and 
before, when “The Indies” was the generic term 
applied quite generally to many venturesome marine 
enterprises. 

At a recent meeting of influential men interested 
in this project, James A. Farrell, president of the 
United States Steel Corporation, was elected presi- 
dent; J. P. Grace, president of the old house of W. 
R. Grace & Co., largest exporters to the west coast of 
South America, treasurer, and Willard Straight, of 
J. P. Morgan & Co., secretary. The vice-presidents, 
all of whom are connected with large enterprises, 
are Alba B. Johnson, president of the Baldwin Loco- 
motive Works, Philadelphia, who also presided at 
the foreign trade convention recently in Washing- 
ton; Edward N. Hurley, president of the Hurley 
Machine Company, of Chicago, and vice-president 
of the Illinois Manufacturers’ Association, and 
James R. Morse, president of the American Trading 
Company, New York. 

The three-story building at No. 1 Hanover Square, 
originally the New York Cotton Exchange, but 
which has been occupied by W. R. Grace & Co. 
since 1884, until they moved into their new building, 
has been leased and is now being entirely remodeled 
inside and decorated in harmony with the early 
foreign trading traditions of the United States, 
which it is the purpose of the club to perpetuate. 
Only the outer walls have been retained, the entire 


| ae the accommodation of those engaged in or 


interior being new. A notable collection of prints, 
paintings of old merchant vessels, seen in the dis- 
tant ports to which they sailed, and other interest- 
ing and curious reminders of the days when the 
famous American clippers carried the majority of 
all American foreign business and much of that 
of our competitors abroad, will be placed in the club. 
This is intended to give the surroundings an atmos- 
phere as a reminder of the days when we were 
supreme on the ocean. The membership will be 
national in character. 

The intention is to have a resident membership 
of 500, covering the territory within 50 miles of 
New York. There will also be a class A. member- 
ship for the continental United States, and class B. 
for representatives outside of the United States 
proper, including, for instance, Alaska, Porto Rico, 
Panama Zone, the Philippines, and other insular 
possessions of the United States. Provisions will 
be made for members of the army, navy, diplomatic 
and consular services, together with the commercial 
attaches about to be added to the Department of 
Commerce. 

The organization committee consists of James A. 
Farrell, Eugene P. Thomas, Willard Straight, 
Charles M. Muchnic, P. A. S. Franklin, E. A. S. 
Clarke, W. L. Clark, Charles A. Schieren, Jr., E. V. 
Douglass, W. L. Saunders, Joshua A. Hatfield, J. P. 
Grace, W. E. Bemis, Albert H. Wiggin, Charles H. 
Sabin, Maurice Coster, James R. Morse, Robert H. 
Patchin, E. P. Cronkhite, Martin Egan, Lloyd C. 
Griscom, Charles E. Jennings, Samuel P. Colt, M. A. 
Oudin, and Elisha F. Williams, all of New York; 
E. N. Hurley, of Chicago, and Alba B. Johnson and 
W. D. Simmons, of Philadelphia. 
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A CUSTOMER’S IDEA OF AN 
IDEAL STORE 


LIKE to trade at a warm store—not steam-heated but heart-heated—a store 
where the clerks act as tho they were glad to see me. 


I like to trade at a store where I am made to feel welcome—not where I am made to 
feel like an intruder breaking into a private home or where I am made to feel the 
store is doing me a favor to take my money. 


I like to trade at a store that invites me to enter by an attractive window display 
of their merchandise. 


I like to trade at a store that is attractive outside and inside, and I am seldom dis- 
appointed in finding that a good attractive store front has misrepresented the quality 
of the goods in the store. 


I like to trade at a store where the clerks know where to find what I want promptly 
without unnecessary delay or keeping me standing on one toe. 


I like to trade at a store that makes use of all the daylight that can be gotten or 
good artificial light so I can see distinctly the goods I am after. | 





I like to trade at a store where the shelves are clean, where the stock is in order 
and everything about the store is neat and down-to-date. 


| 
I like to trade at a store where the clerks seem anxious to wait on me, where they 
seem desirous of showing me merchandise even when I tell them I have only come 
to look around. 


I like to trade at a store where the clerks show by their actions that they believe 
in the goods they are selling and are working faithfully and conscientiously in the 
interests of every customer who comes to purchase. 


I like to trade at a store where I know the merchandise I pay my good money for 
will be found exactly as represented and where I know the truth will always be 
told about every article, regardless of price. 


I like to trade at a store that tells me any merchandise found unsatisfactory for any 
reason can be promptly returned without any squabbling. 


I like to trade at a store whose advertising has impressed me that everything ad- 
vertised is strictly as represented. 


I like to trade at a store that thinks enough of my trade to send me, from time to 
time, circulars or printed announcements about special sales of merchandise. 


I like to trade at a store where I know I am welcome to look around and need not 
purchase unless I want to. 


I like to trade at a store where the proprietor takes a special interest in the com- 
munity where I live and who does everything in his power to boost his community 
and what it stands for and what it represents and is ready at all times to aid in its | 
development. 





I like to trade at a store where the merchandise and service are so satisfactory 
that I feel a genuine desire to go back to that store whenever I am in the market 
for necessaries such as they carry. 


N. V. Sachs. 
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You Are Not Paid to Be a Snob 


HE man who had the goodness to give you the 
‘i job you hold did not select you for your 
peculiar fitness to wait only upon trade of a 
certain rank. He sends you out on the floor, he 
pays you your salary, with the expectation, the 
understanding that you will be uniformly courteous 
to all, that you will make every sale you can regard- 
less of your personal aversion for the customer you 
chance to wait upon. By what right then should 
you select the particular class upon whom you pre- 
fer to wait to the extent of ignoring those who do 
not so rank? 

The humble mechanic, clad in dirty overalls, foul 
from the work he must do for his living, is just 
as much your customer as the finely dressed woman 
whose silks rustle as she walks from her limousine 
into your store. How did you ever allow the con- 
ceit to become fixed in your brain that you have the 
privilege of disdaining the one and reserving your 
civility for the other? 

Beneath the dirty jacket of the poorly dressed 
mechanic there beats perhaps a more manly heart 
than yours, and, in the final analysis it is the heart 
and not the clothes that make the man. By your 
superciliousness or your neglect you build a bar- 
rier between that person and your firm. Just why 
are you fitted to assume such a position? What is 
there about you which elevates you so far above the 
ordinary man? 

The ill clad old woman, toothless perhaps and 
unpleasant to look upon who comes to your store! 
Just why, may I ask should you loll behind the 
counter waiting for some one else to attend to her? 
Who has given you the privilege to ignore her, or 
to answer curtly her mumbled questions? What 
particular value has your time that you should 
avoid such customers and cause your firm, perhaps, 
to lose their trade? 

Remember always that you would suffer if slighted 
and ignored because of some misfortune. Greet 
the dirty mechanic with a heartiness which shows 
sufficient broadness in your makeup to enable you 
to forget the chasm which separates his sphere and 
yours. Remember that the both of you after all 
are but men. 


Give to the tottering old woman that same respect 


-you would have another give your mother under 
similar conditions. Give to your firm that true 
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service which demands uniform courtesy to all 
classes and ages. That is the service you contract 
to give when you accept your position. You are 
not paid to be a snob. 


When the man behind the cigar counter recog- 
nizes my favorite brand of cigars by the one I have 
in my mouth I feel that such a close observer should 
be in a hardware store. 

I had rather see a retail salesman cleaning up 
stock during a dull moment than figuring up the 
sales he has already made. ! 

A man asked me what rules I could give him 
for the use of his salesforce. Here they are: 

Always meet a customer more than half way 
when he comes in your store. Do not wait for him 
to walk to you. 

If every one is busy when a customer comes in 
let the nearest man to him speak and say that some 
one will wait on him in just a minute. A customer 
will wait three times as long after being recognized 
as he would if allowed to stand unnoticed. 

Never let customers leave your store without 
thanking them for the purchases that have been 
made and asking them to call again. This habit 
is easily acquired and is worth money. 

When a customer asks for some article try to 
think of the articles which are used in connection 
with such goods and suggest these articles as soon 
as the first sale has been made. 

The most unsightly thing I have ever seen on 
a show case was the bottom of the shoes of the 
salesman who was sitting on the shelving ledge. 


The salesman who smiles a “How do you do, may 
I wait on you?” is worth more money than the one 
who frowns as he says, “Did you want anything?” 


“Getting business is like courting a girl. You’ve got 
to have the goods and—keep right on calling.”—EF7x- 
change. 


“When Competition and Courtesy come in conflict 
Competition must give way.”—Exchange. 


“A sour clerk will turn the sweetest customer.”— 
Exchange. 
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Interior view of the hardware store of Echeverria & Morcillo, Rosario, Argentina 


ELATIVELY few business men in the United 
R States appreciate the magnitude of commer- 
cial transactions in some parts of South 
America, particularly where stable government has 
long prevailed and the people have succeeded in 
building up strong trade organizations. 

This is particularly true in Argentina, from far 
north of the River Plate to the Straits of Magellan, 
with its population of nearly 8,000,000 people, an 
area of 1,139,700 square miles, extending north and 
south 2400 miles, and with an average breadth of 
700 miles. 

The accompanying photograph is a view of the 
store conducted by a young but growing hardware 
firm, the proprietors of which are Echeverria & 
Morcillo, of Rosario, Argentina, both Spaniards and 
both hard workers. 

Rosario is a thriving, fast growing city, with a 
population of 210,000, located on the Parana River, 
186 miles northwest of Buenos Aires by rail, and 
after Buenos Aires, the capital of the country, the 
most important commercial city in Argentina, being 
the natural highway to and from the vast interior. 
Therefore, the trade is not wholly local, as from 
this market is supplied some of the interior prov- 
inces or states, with a large portion of the imported 
merchandise which they consume. 
province of Santa Fé, of which Rosario is the prin- 
cipal city and port, is the center of agriculture of 
the Argentine Republic. 


Moreover, the : 
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This store is a typical retail hardware establish- 
ment in its style of architecture and general ar- 
rangement of stock. The firm was organized in 
1902 and from modest beginnings in one of the side 
streets has grown at a rapid rate so that it is now 
one of the well known stores on the main street. 

Both Sefiors Echeverria and Morcillo are enter- 
prising merchants, keeping pace with the general 
advancement. They are particularly interested in 
American goods and are always pleased to receive 
catalogs and prices from American manufacturers, 
preferring to correspond in Spanish, whenever 
possible. 

They welcome correspondence from hardware 
manufacturers in the United States relating to any- 
thing produced, which may be suitable for or salable 
in their market, or if of such character that future 
business is possible, they will investigate and do 
their best to develop business. 

The store affords a fair idea of what stores of 
this character are like in that country. When the 
photograph was taken they were handling automo- 
biles, some of which are shown, but finding that 
they did not as yet fit in easily with their plans 
the business has been given up for the present at 
least. 

Despite the late depression in Argentina that 
has likewise prevailed in South America generally 
and other parts of the world this house sold $40,000 
worth more of hardware in 1913 than in 1912. 








PRICE AND SERVICE BUREAU 


Offers Valuable Assistance to Association Members 
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Type of card used in the Price Record System 


never taken any action in its efforts to assist 

members which is of more importance and of 
greater value to the retailer than the work which is 
outlined by the Price and Service Bureau. 

The object of the committee in charge of this 
work is not to secure the same prices for all mer- 
chants, but to enable the individual retailer to se- 
cure the prices to which he is entitled on the vari- 
ous items which he buys, and to render especial 
assistance in the way of finding new sources of 
supply only when the merchant finds himself un- 
able to better conditions with the information 
which has been provided. 


Ts National Retail Hardware Association has 


A form which is to be used in connection with 
requests for information has been prepared and is 
reproduced herewith. It will be seen from this 
form that the committee is able to analyze the pur- 
chases of the merchant and, from the data which 
have been gathered, supply him with price informa- 
tion which fits his individual case. 

Another form which is to be filled out by the 
member and placed in the files of the committee 
gives further information as to the business done 
by the applicant. This form is to be used for gen- 
eral information so that letters requesting price 
information may 
be answered in- 





This information is for use of P&SB only 
and will be held absolutely confidential. It 





Price and Service Bureau, 
National Retail Hardwafe Association, 
Argos, Indiana 
Please give information on :— 


(Por convenience of P&SB Records send duplicate copies of each inquiry). 


(Give full details 


as indicated below) 
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The above form is provided for inquiry as to price of specific articles 
57 


~formation 








58 


telligently. The information given on these blanks 
is, of course, confidential. 

A further step toward assisting the individual 
dealer to buy correctly consists of a card index 
system for recording prices so that in buying from 
a traveling salesman the merchant may have as 
complete price information on all lines of hardware 
as he desires. 

The cards, one of which is reproduced herewith, 
are placed in a small indexed container which 
should be kept on the desk of the merchant where 
it will be easily accessible when he is placing an 
order. This card system merely carries out the 
idea which is used by all leading hardware mer- 
chants today. No buyer can hope to carry in his 
mind the numerous prices of the goods he buys. 
He may, of course, know “about” the price but in 
comparatively few instances is he able to state pos- 
itively a net price or a discount. With the as- 
sistance of this price record the buyer may readily 
ascertain not only the price he has previously paid 
for a certain article, but the prices which have 
been quoted by other firms. Such a system should 
save a considerable amount of money for the deal- 
er who makes intelligent use of it. The cards and 
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A Show Window Suggestion 
By A. E. Hurst 
f be accompanying illustration and show card 
offers a suggestion as center piece for a hard- 


ware display of tools. This consists of grouping 





Illustration for a hardware store’s 
display of tools. 


four squares and a plane as if this were standing 
on a level. 

The show card, which reads “A Plain Square Fel- 
low Quite on the Level,” should be conspicuously 





A Plain square 
fellow- quite on 
the level- 











Show card —— for the same 
isplay. 


placed so as to attract more than ordinary attention. 
This catch phrase might be followed by another 

catch phrase as “You Will Always Find Our Prices 
On The Level.” 

- - No doubt the ingenious window trimmer can 


Hardware Age 


container are supplied at a nominal price by the 
Price and Service Bureau of the National Retail 
Hardware Association, whose headquarters is 
Argus, Ind. 

The fourth step which this bureau has taken to 
assist members to save money on their purchases 
is to urge the dealer to use his own order forms. 
Such a form is of value in a number of ways. In 
the first place it gives the dealer an accurate record 
of all his purchases, enabling him to check up goods 
which are backordered by the shipper, preventing 
a duplication of orders. It also provides a ready 
reference when contracting for goods which are 
bought in quantities, enabling the merchant to 
know at once what he has previously bought. By 
insisting that all price information, discounts, 
terms, net prices, freight allowances and the like 
be written in at the time the order is given the 
form further provides a means of checking up all 
invoices for discrepancies which may occur. 

The work which has been undertaken by this 
committee is along broad lines and will certainly 
be of assistance to the dealer who co-operates with 
the association workers in their efforts to help 
members in increasing their proficiency as buyers. 


revise this and make a very effective setting. It is 
always advisable to add something new, a departure 
from the conventional. Every store has show win- 
dows. Some are ineffectual for the simple reason 
that anything which is ordinary fails to attract 
attention. 

Do not be afraid to have something odd so long 
as you can be within the bounds of good taste. 

This idea is especially appropriate because it is 
in strict harmony with the merchandise shown. 


‘Commercial Conditions Show Im- 


provement in Brazil 


D*® M. DE MOREIRA, a native Brazilian, who 

for nearly twenty-five years has been engaged 
in business in New York City, writes encouragingly 
from Rio Janeiro, Brazil, where he arrived early 
in June. 

Dr. de Moreira was formerly the president and 
a director of the American Manufacturers’ Export 
Association in New York, but last spring went to 
Brazil as the representative of the United States 
Steel Products Company, which is the export sub- 
sidiary of the United States Steel Corporation. 

Under date of June 5, Dr. de Moreira says: “I 
have just arrived in Rio, and as soon as I am a little 
bit more settled, I will write you in detail of points 
that may be of interest to American manufacturers. 
I can say this, however, that the financial situation 
of Brazil is going to be improved within a few 
days, as the loan which the Brazilian Government 
needed of £20,000,000 may be floated by the time 
that this letter reaches you. We have therefore 
arrived at the end of the hard road, and there will 
be general, shortly, an era of prosperity. I should 
strongly advise American manufacturers to keep 
up their interest in the Brazilian market.” 

As a matter of fact this loan was not floated, as 
expected, and may not be until the autumn. 


C. G. Hussey & Co., Pittsburgh, Pa., operators of 
the Pittsburgh Copper & Brass Rolling Mill, announce 
the removal of their Cincinnati offices from 602 First 
National Bank Building to suite 409 in the same build- 
ing. David S. Buchannan, Jr., has charge of the Cin- 
cinnati branch. 
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Anthem 


SAILOR who had been to a church service, where 

he heard some fine music, was afterward 

descanting upon an anthem which had given him great 
pleasure. 

A listening shipmate finally asked: 
what’s a hanthem?” 

“What?” exclaimed Bill. “Do you mean to say you 
don’t know *what a hanthem is?” 

“Not me.” 

“Well, then, I’ll‘tell yer. If I was to tell yer, ‘ ’Ere, 
Bill, give me that ’andspike,’ that wouldn’t be a 
hanthem. But if I was to say, ‘Bill, Bill, Bill, give, 
give, give me that, Bill, give me, give me that ’and, 
give me that ’and, ’andspike, spike, spike, Bill, give 
me that, that ’and, ’andspike, ’and, ’andspike, ’and, 
’andspike, spike, spike, spike, spike. Ahmen, Ahmen, 
.Billgivemethatanspike, spike, ahmen,’ why, that would 
be a hanthem.”—From the Best Stories in the World. 
Compiled by Thomas L. Masson. Copyrighted, 1913, 
by Doubleday, Page & Co. 


“I say, Bill, 


A Direct Question 


A’ a reunion of the Adams family the chicken 
croquettes gave out, so the maids carefully 
neglected the younger children. After vainly trying to 
attract the attention of his mother, one of the little 
boys at the lower end of the table called out in a loud 
tone of voice: “Mother!” 

“What is it, Albert?” she replied. 

“Do you think,” went on the child, “I should have 
liked the croquettes if I had had one?”—Almeda E. 
Crawford, in Lippincott’s Magazine. 


The Hundredth Man 


ésFINELL me candidly, doc, do you think [ll pull 
through?” asked the patient. 

“Oh, you’re bound to get well,” replied the doctor. 
“You can’t help yourself. Statistics prove that out of 
100 cases like yours 1 per cent. invariably recovers. 
I’ve treated ninety-nine cases and every one of them 
died. Why, man alive, you can’t die if you try!”— 
Exchange. 


Convincing Retort 


NEW ENGLAND mother had come upon her 
eight-year-old son enjoying a feast whereof the 
components were jam, butter and bread. 
“Son,” said the mother, “don’t you think it a bit 
extravagant to eat butter with that fine jam?” 
“No, ma’am,” was the response. It’s economical; 
the piece of bread does for both.”—Lippincott’s. 


Willing to Economize 


IRBY STONE—I hate to mention it, dear, but I 
must tell you that business has been awfully 
poor lately. If you could economize a little in dresses 
—wear something plainer. 
Mrs. Stone—Certainly, dear. 
plainer dresses to-morrow.—Puck. 


I shall order some 


Many a friendship has been cut short by a long 
tongue. 


Every time a wise man makes a mistake he learns 
something. 


Easy 
éé ERE’S one for you,” said Tom to Carl, his play- 


mate. ‘A dog was tied to a rope ten feet long. 
Twenty feet away was a fat, juicy bone. How did the 
dog get to the bone?” 

“Oh, that is an old one,” said Carl. “You want me to 
say, ‘I give it up,’ and you will say, ‘That is what the 
other cur did.’ ” 

“No, you’re wrong, for the dog got the meat.” 

“Well, how did he do it?” 

“Why, the other end of the rope was not tied.”— 
Indianapolis News. 


Here and Hereafter 


Fra Tatler tells the story of an old Scotchman whose 
wit was edged with pessimism. One morning he 
met at her gate a neighbor whose husband was seri- 
ously ill. 
“And hoo’s yer husband this morning, Mrs. Tamson?” 


- he asked, solicitously. 


“Oh, he’s awful bad! The doctor said his tempera- 
ture has gone to 150.” 

“Nae, nae, you’ve made a mistake! Sandy’s tempera- 
ture could never be as muckle as 150—at least, not in 
this world,” he added as an afterthought.—Youth’s 


Companion. 


Repartee 


A PERSPICACIOUS young man, passing where an 
old colored man was busy setting fire to the 
dead grass in a meadow, accosted him thus: 
“Don’t do that, Uncle Eb, don’t do that!” 
“Why so, sah, why so?” 
“You will make that meadow as black as you are.” 
“Never mind dat, sah, never mind dat! Dat grass 
will alf grow out an’ be as green as you is.”—Judge. 


Never Do This 


¢¢ NDIA, my boy,” said an Englishman to a friend 

on his arrival at Calcutta, “is just the finest 
climate under the sun, but a lot of young fellows come 
out here, and they drink and they eat, and they drink 
and they die, and then they write home to their friends 
a pack o’ lies and say it’s the climate that has killed 
them.”—Sacred Heart Review. 


“Fifty-Fifty” 


¢¢¥ THINK, William, I'l] ask those new people next 
door to take dinner with us to-night.” 
“What for?” 
“Well, the butcher, by mistake, left their meat order 
here, and it seems only fair.”—Life. 


It’s Advisable 


| acaneaday LADY—Must I put this stamp on my- 
self? 
Postoffice Clerk—Well, you can if you like, but it’s 
usual to put it on the letter. 


To Be Identified 


¢¢DRESENTLY you may come into the parlor, 
Waldo, and meet the company.” | 
“Well, for goodness sake, ma, tell them plainly who 
I am. I’m sick of old ladies asking ‘Whose little man 
are you?’” 











PERTINENT PRICE INFORMATION 


By OLIVER BROS. 


lished two of Oliver Bros. comment letters 

on prices to the hardware wholesalers. Since 
our last issue we have seen a number of market 
letters and have selected the following as most 
pertinent to present conditions. Because of their 
many domestic and foreign relations as buyers 
Oliver Bros. may well be considered a barometer 
of prices. 


By tisnea NOTE— We have recently pub- 


COMMENT LETTER NO. 851 
NEW YORK, AUGUST 17, 1914. 
To Our Clients (The Jobbers) 
GENTLEMEN : 


Market Conditions: Of special interest today is 
the interpretation placed upon President Wilson’s 
proclamation relating to loans through American 
bankers to such belligerent nations as France. 


While the President and the State Department 
are strongly commended for their scrupulous efforts 
to maintain the neutrality of this country in the 
strictest sense of the term, it is feared that the 
effect will be such as to seriously hurt some of our 
industries; for instance, there are inquiries in this 
market to-day from Europe for from three hundred 
thousand to one million yards of cotton duck, which 
are held in suspense while the manufacturers are 
making inquiries as to whether or not the Adminis- 
tration will disapprove of our American manufac- 
' turers supplying such necessities of war to the 
belligerent nations, on the same principle that we 
disapprove of our bankers negotiating loans for 
France, even though it would be a part of the 
agreement that the funds remain on deposit in 
this country for the purposes of food stuff and other 
supplies not too scrupulously interpreted as contra- 
band of war. 7 

We understand that there are no precedents es- 
tablished that would prohibit our bankers from ne- 
gotiating loans to foreign nations engaged in war, 
or our cotton goods manufacturers from supplying 
such materials as cotton duck, but then it is argued 
that the wars are more universal, and the situation 
made more delicate by Japan’s attitude towards 
Germany, as well as the delicate relations between 
Japan and the United States of late years. 

If our cotton goods manufacturers feel free to 
supply the European nations with such materials 
as cotton duck, and our bankers in financing the 
shipments, then there -are good possibilities for an 
improvement in the outlook for cotton, but other- 
wise the cotton consumers, and those whose 
interests are closely affiliated with them, including 
many hardware merchants, are not very bright. 


In a general way, we emphasize the fact that 
future values of many lines handled by the iron 
and steel, hardware and kindred supply jobbers, 
are quite problematical, depending largely upon 
the length of time the war continues, the tran- 
sportation and financial problems, and the foreign 
industries of Europe affected by the destruction of 
property, and dearth of labor. 

Among the European nations the industries of 
England are not likely to suffer so much as the 
continental countries on account of a shortage of la- 
bor, but naturally, financial conditions, and war.con- 
ditions generally, will affect England’s industries 


seriously while the war lasts, and the same is true 
of practically all the nations of Europe, consequently 
reflecting upon values, and the supply on one hand, 
and demand on the other, of our exports and im- 
ports. 

By following our comment letters from day to 
day you can readily get a direct line upon the im- 
mediate price changes of some few lines, but we sug- 
gest that you follow closely the daily trade paper 
reports upon crude rubber, iron and steel (espe- 
cially ferro-manganese),‘ metals (especially pig tin, 
spelter and antimony), hemps (especially manila, 
indian and russian), and chemicals. The above are 
among the imported materials entering largely into 
the manufacture of hardware lines, values of which 
have already advanced in some instances, and the 
future values of which are quite speculative. 


We repeat that the shipping and financial condi- 
tions from week to week will have a large bearing 
upon the supplies of above products, and the prices 
relating to them, as indicated by the advance from 
30 to 68 cents and the reaction to 47 cents per pound 
in the prices of pig tin within a few days’ time on 
account of an improvement in shipping and finan- 


‘cial conditions with England, but in this respect the 


high freight and insurance rates and money ex- 
changes must be kept in mind. 


The market conditions relating to copper, cotton, 
lumber, and naval stores such as turpentine, rosin, 
pitch and pine tar are worthy of special attention for 
opposite reasons, these being the weaker market on 
account of a falling off in the demand from Europe, 
and the unfavorable reflection upon the interests of 
the jobbers and retailers in some localities where 
these materials are produced. 


A brief review of some price changes since Au- 
gust 1 on account of the war abroad is as follows: 


July August 17 
Prices. Prices. 
Crude rubber, Para........... .70 1.00 
Crude rubber, Ceylon......... 55 85 


It will be observed that crude rubber has revolted 
from war scare prices of last week which were $1.20 
for Para and $1.12 for Ceylon. This is due to im- 
proved shipping and financial conditions between 
England and ‘the United States and to large stocks 
of rubber in English warehouses. 


Automobile and bicycle tires and tubes have ad- 
vanced from 5 to 25 per cent, depending upon the 
makes. : 

The manufacturers of rubber belting, hose, pack- 
ings, tubing, etc., have not yet advanced their 
prices because of having liberal stocks of crude 
rubber on hand, but higher prices are looked for- 
ward to. The cheaper grades will not likely ad- 
vance to any extent because of cotton, reclaimed 
rubber and other domestic materials entering into 
them largely. 


Iron and steel products: 


July August 17 
Prices. Prices. 
Ferro manganese............. $30.00 $100.00 


Ferro manganese is of special interest because 
of being essential in the manufacture of iron and 
steel (approximately 8 to 30 lbs. to the ton, depend- 
ing upon the grade of steel) and the so-called inde- 
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pendent manufacturers getting their supplies from 
Russia and India, although the United States Steel 
Corporation get the bulk of their supplies from 
the states. 


July August 18 
Prices. Prices. 
Bar steel, plates and shapes.... 1.10 1.20 
Sheet steel, black, 28 ga....... 1.85 1.90 
Sheet steel, galv., 28 ga........ 2.85 2.90 
po ee eee 3.20 3.40 
} a. SRN SARA ee Ag a reD 2.60 3.00 


Other advances are: Proof coil chains, $2.00 per 
ton; pump chain, 2% per cent.; conductor pipe 
and eave trough, 5 to 10 per cent.; household tin- 
ware, galvanized ware and enameled ware, from 5 
to 10 per cent.; Manila rope, 2c. per lb.; sisal rope, 
l4¢, per lb.; burlap, 50 per cent.; India and Russian 
hemp twines, 1c. to 2c. per lb.; gauge glasses, 
some brands as high as 50 per cent.; others no 
advance as yet; Belgian guns and repairs, 5 to 10 
per cent.; cutlery, 5 to 10 per cent.;. plumbers’ 
earthenware, 5 to 10 per cent. While there is some 
little talk as to the possibility of price advances in 
the immediate future on various other products of 


iron and steel, special reference is made in. this’ 


respect to steel spikes, standard steel pipe, wire 
nails and wire products (which recently advanced 


$1.00 per ton), strap and tee hinges, wrought steel 


butts, stove pipe and elbows, etc., etc. 
Metals: There are some striking advances in 
the prices of various metals, such as pig tin, anti- 


mony, spelter, solder, Babbitt metal, etc. Some of 
these recent advances are as follows: : 
July August 18 
Prices. Prices. 
We TN os a ee SSS uae a os 30 AT 
RENN ge Se es .05 16 
OTC SRE ees oi aks 4.85 5.25 
Pm re. os Sk SR 16 18 
Pe 888 i 6 oh eG a ee 3 40.00 45.00 


You will observe that pig tin has reacted to 47c. 
from the war scare price last week of 68c. per Ib. 


July August 18 
Prices. Prices. 
Babbitt metal No. 4, N. Y..... 4.65 6.50 
Solder, N. Y., warranted half 
ee P< 65 es bw be cle > 8s 17.40 36.00 
wee i Os ak op eek. 37.00 70.00 
MCW Saas crak bas Caius 32.50 . 62.50 
ey i al ewe 7.25 7.50 


Note: The above are the approximate figures 
for the purpose of indicating the percentage of 
advances, rather than definite purchase prices, 
which will be reported in our change price sheets 
in the customary manner from day to day. The 
fact must not be overlooked that many American 
manufacturers have a large established trade in 
Europe, the loss of which will be very great, and 
while in a measure this loss will likely be offset by 
gains in other foreign countries, it will not be 
without heavy expenditures in the way of mis- 
sionary work and loss of time. For these reasons 
we are advised that one large saw manufacturing 
concern has laid off several hundred hands. 

In connection with cotton waste it is well to re- 
member that the supply is more limited during dull 
mill conditions, therefore, according to the laws of 
supply and demand, the cotton waste prices should 
be higher when the finished products are lower, 
and cotton waste lower when the mills are busy 
and prices of the finished products higher. Briefly, 
the greater the manufacturing of cotton products 
the greater the accumulation of waste. 
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Trenton Idea Still at Work 


fase Trenton Commercial Club, that organization 
with the motto, “Get acquainted with your 
neighbor—you may like him,” is still doing things 
which bring the farmer in closer touch with the 
town, and incidentally help the farmer increase his 
productions. 

The club has just recently given valuable assist- 
ance to Prof. P. G. Holden, of the International 
Harvester Company, and his corps of assistants in 
an alfalfa campaign which was made in Grundy 
County, Mo., with Trenton as headquarters. 

In four days nearly ninety meetings were held. 

Just as an example*of the farmers’ appreciation 
of the efforts which are being made by this body of 
men to make Trenton a great city by making the 
farming portion of the county a great producer we 
quote from’ the local paper: 

“That the “Trenton Idea’ in Gruridy County is 
still actively working is proved by a petition re- 
ceived today by Secretary W. D. Stepp, of the Com- 
mercial Club, signed by eleven farmers seeking 
membership in the club. These men, without any 
solicitation from members of the club, have joined 
in a desire to aid in the work of boosting their 
county and its metropolis and believe the best way 
to accomplish the result‘is to join the Trenton Com- 
mercial Club. The directors of the club are highly 
pleased over this latest peeet of the ‘idea’s’ exist- 
ence.’ 

In this connection we direct attention to the let- 
ter received from T. N. Witten, a hardware mer- 
chant of Trenton and president of the Commercial 
Club. 

TRENTON, MISSOURI. 
Editor of HARDWARE AGE, 
Dear Sir: 

I am sending you a clipping taken from the Im- 
plement Trade Journal of June 27, in reference to 
an alfalfa campaign put on in our county by our 
Commercial Club through the Extension Depart- 
ment of the International Harvester Company, 
which will be self-explaining. Also a clipping from _ 
our daily paper of July 10 which is self-explaining 
within itself. 

There seems to be a feeling in general all over 
the country that farmers will not join the Com- 
mercial Club. This little piece is unique, as it 
shows a request from eleven farmers to have the 
privilege of becoming members of our club. These 
farmers all live in one neighborhood from four te 
six miles out. 

I thought these things might be interesting for 
you to know something about the working of the 
“Trenton Idea.” 

With kindest regards, I am, ' 
Yours truly, 


[Signed| T. N. WITTEN. 


Chapin-Stephens Company Buys 
Hartford Concern 


TT: Chapin-Stephens Company, Pine Meadow, 
Conn., has purchased the business of the El- 
more Tool Manufacturing Company, Hartford, 
Conn., manufacturer of screw drivers, awls, aspar- 
agus knives, bits and gimlets, bung borers, box 
chisels, gas pliers, reamers, tack pullers, etc. The 
business has been moved to Pine Meadow, and will 
be added to the line of rules, planes, gauges, plumbs, 
etc., made by the Chapin-Stephens Company. Plans 
have been completed for the erection of a new 
building to handle the increased amount of business 
this consolidation will require. 








PROFITABLE ELECTRICAL SUPPLIES 


Practical Information for Hardware Dealers 


By DAVID AITKEN 
Manager of the Electrical Department of the George Worthington Company, Cleveland, Ohio 




















A view of the electrical department of the George Worthington Company, Cleveland, Ohio 


EN years ago, adding electrical supplies to the I find that the hardware dealers who handle electri- 
fk hardware line, was a subject about which cal supplies treat them in the same way they do 
very little was heard. their regular line. 

Many reasons existed then and do exist now, for Take for illustration the housewife. Who is she 
the failure of hardware dealers to see that the trend apt to go to when in need of a sad-iron, washing 
of the electrical supply business is turning more machine, vacuum cleaner, percolator, chafing dish, 
and more, as time goes on, toward the hardware sewing machine, etc? Is it not to the hardware 
trade. The main reason for this evolution hascome dealer? Then why is it not as easy to handle any 
largely through the increasing demand for electri- of the above, and many more not mentioned, elec- 
cally operated household appliances, bringing with trically operated or electrically heated goods, as it is 
it the sale of fixtures, incandescent lamps and gen-_ to handle the regular hardware stock, and enhance 
eral wiring supplies. thereby to a marked degree the volume of sales? 

The electrical trade during the past years has It is true that until recent years the hardware 
developed so largely through the general use of dealer was not sought by the electrical jobber or 
electricity, especially in the electrical household manufacturer for the distribution of electrical 
appliance line that new avenues had to be found for goods. They preferred to keep this business in . 
the sale of these goods, and the hardware dealer what they termed its natural channel, the “Elec- 
was the most natural outlet, hence the reason why trical Contractor,” but it developed in a good many 
during the past year over five hundred hardware instances, more noticeably in the smaller towns, 
dealers in the country were added to the list of that the electrical contractor who understood the 
dealers in electrical supplies. practical side of the business was handicapped for 

The chief reason advanced by a hardware dealer capital and commercial experience, and it remained 
for not taking advantage of the opportunity for for the hardware jobbers, who, through foresight 
this increase of business, is that the electrical line added electrical supplies to their business, to edu- 
is so technical in its nature, that it requires the cate the hardware dealer to stock these goods for 
attention of skilled help. This is true, if you branch the convenience of the contractor, the lighting com- 
into the construction line and in this event I would pany, and the public, until today I could name many 
strongly advocate departmentizing this branch of instances where a small beginning in adding elec- 
the business, with a competent man in charge, but trical supplies has resulted in a very handsome busi- 
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ness with but very little additional overhead 


-expense. 


Another argument in favor of the hardware 
dealer selling electrical supplies is that he is famil- 
iar with retailing, often inheriting his knowledge 
and growing up with it, something the average elec- 
trical man has not heretofore been concerned with. 

The electrical industry is a fast-growing infant, 
mighty strenuous, and electrical merchandising and 
hardware merchandising can go hand in hand, for 
in the final analysis electrical material is for the 
most part electrical hardware. 

The electrical department of the George Worth- 
ington Company was started in the year 1902 and 
the initial stock was very small. The present stock 
would show an increase of approximately 1200 per 
cent. 

The yearly percentage of increase in the electrical 
business has been at the rate of 12% per cent. a 
year. 

The company is inducing hardware dealers to 
add to their line, electrical supplies, through the 
education of its salesmen in the sale of the goods. 

The items which sell freely to the hardware trade 
are as follows: Mazda lamps for lighting purposes, 
ignition batteries for automobile purposes, rubber 
covered wire for wiring purposes (size No. 14 being 
the 8d nail size), porcelain knobs, cleats and 
rosettes, key sockets, socket bushings, 5/16 x 3 por- 
celain tubes, leather nail heads, push buttons, push 
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button switches, glass and metal reflectors and 214- 
inch holders. These items are for the dealers who 
are just beginning to add electrical goods. Those 
who have the above and are increasing their line 
can buy electrical sad-irons, toasters, grills, perco- 
lators and various other electrical appliances. 

The possibilities of increase for the next two 
years is immense, and ought to be at the rate of 
ten to fifteen per cent. 

A newly organized society for electrical develop- 
ment has been organized in New York City, which 
will soon have a $200,000 yearly subscription to 
develop the electrical industry, and will be the 
means of increasing the demand for electrical ma- 
terial in general. 

The amount of electrical asiadiaaaes and material 
to be added to the hardware stock is dependent 
largely upon how the business is annexed. If sim- 
ply a selling proposition, and excluding construc- 
tion work, I would say on the ratio of 10 per cent., 
that is, if the hardware stock consists of $10,000 
the electrical stock ought to consist of $1,000. If 
construction is added a greater percentage will be 
necessary. 

The one thing, more than any other, which 
seems to help the trend of the electrical business 
toward the hardware trade, is that so many of the 
eighth grade school boys are taking up the study of 
electricity, and going to the hardware store for 
appliances in this line. 





Increasing Profits by Suggestive 


Sales 


QO NE of the greatest troubles to be noticed in re- 

tail hardware stores throughout the country 
is the lack of suggestive sales. It is admitted that 
the retail salesman stands an excellent chance of 
selling a customer the article he calls for. It is ad- 
mitted that the customer is already interested in 
the item that he calls for. It is generally conceded 
also that the overhead expense of making the first 
sale consumes a great part of the profit, and that 
real profits begin with the other items which the 
salesman shows successfully. 

The suggestive salesman is the real salesman, and 
the one that is truly earning his salary. If it were 
possible to display hardware lines after the fashion 
of the department stores it might follow that so 
much suggestive salesmanship would not be re- 
quired; the goods would have an opportunity to 
speak for themselves. Lacking this, however, it is 
véry apparent that the merchant who is not encour- 
aging his employes in suggestive salesmanship is 
not making the net profit from his business that is 
possible. 

It would be an excellent plan to foster a friendly 
rivalry among the men on the floor as to the one 
who could make the most suggestive. sales during a 
month. Several simple plans could be devised for 
keeping a record of the items sold in this way. An 
ordinary card punch might be used to indicate on 
the cash register ticket the number of items which 
a salesman has sold a customer through suggestion 
—items which the customer did not ask to see. By 
saving these cards it would be easy to ascertain at 
the end of the month which salesman had done the 
best work in this line. Possibly a prize of $10 might 
be held out the first month as an added stimulation. 

Many manufacturers and wholesalers have 
“Special months” on various lines. During that 
time the salesmen in all territories try to see who 
can make the most sales in the line selected. The 


same plan might be followed to advantage by the 
retailer. Suppose for instance you made a rule to- 
day that every salesman in your store must call the 
attention of every customer on whom he waits to 
the paint department for the next thirty days? 
Would it not surely follow that both sales and in- 
terest in that particular department would be in- 
creased materially ? 

Anderson Pace said, in beginning a recent talk 
before a hardware convention, that he believed in 
“more grease and less gasoline.” In other words 
profits increase more quickly from sales induced by 
“intensive merchandizing” and by even greater vol- 
ume than if produced through other methods. 

We must regard our business:.as a great machine, 
and we must overlook no opportunities to increase 
the productiveness of that machine. Suggestive 
salesmanship is one of the best methods of accom- 
plishing that result. 


Hardware Association Establishes 
Credit Department 


HE Hardware and Material Dealers’ Association 
has established a credit department, whereby it 
will collect all outstanding accounts, on a commis- 
sion basis of 10 per cent. with a minimum charge 
of only $2. It is the intention of the company to 
make no charge for this service unless successful. 
This association has made a specialty of handling 
collections for years and as references refer to hard- 
ware manufacturers and dealers in New York and 
elsewhere. 
Franklin C. Barrett, secretary and manager of 
the organization, has an office in the Woolworth 
Building, 233 Broadway, New York City. 


THE SILveR LAKE COMPANY has requested HARDWARE 
AGE to announce that the company’s Boston office has 
been discontinued and that all correspondence is to 
be addressed to the main office at the factory at New- 
tonville, Mass. id 


hehe cutineeees: 




















EDITORIAL COMMENT 


The High Cost of Living 


URING the past week the American news- 

1D papers have been filled with information 

regarding the sudden and alarming ad- 
vances in the prices of food stuffs. 

Many of these prices have bounded upward 
with no other impetus than that of greed. The 
government speedily started investigations 
and some of the monopoly infected products 
dropped. Meats were a notable example. The 
packers forced prices up fully two cents a 
pound only to drop them back to normal levels 
the moment their “system” was in danger of 
being exposed. 

Flour, eggs and a score of other food stuffs 
produced in this country in quantities greater 
than we can possibly consume have gone tear- 
ing upwards in price in spite of the fact that 
ships are not available for exports in even 
normal quantities. 

The Government is right in its step to inter- 
fere with those responsible for unreasonable 
advances in food essentials. If those who con- 
trol the nation’s food stuffs persist in their 
“war scare hold up” it will undoubtedly result 
in severe legislation to fit such cases. The 
American people should not be subject to the 
domination of those who gamble in life’s 
necessities. There will probably be ample 
time to pay “war prices” in competition with 
Europe, but until a sufficient number of ships 
makes such competition possible our citizens 
ought not be made to suffer. 

There are, however, some “war prices” that 
affect the hardware trade that necessitate im- 
mediate advances on the goods on hand. 
These goods when they are sold from stock 
cannot be replaced at the same prices and when 
reductions eventualy come a merchant must 
meet competition promptly. Therefore he 
must in self-protection advance the prices of 
such goods as he cannot replace at old figures. 

The profits of this year’s business may be 
lost by failure to take advantage of “war ad- 
vances.” 

The merchant who has a good stock of rope 
on hand to-day is a business blockhead if he 
does not regulate his selling price by to-day’s 
advanced market. Se 

The dealer who is fortunately supplied with 
a liberal stock of iron-and steel must as insur- 
ance against the future fix his prices in propor- 
tion to his costs on to-day’s market. 

The man who owns wringers, automobile 


Price Information. 


tires, rubber garden hose or rubber packing 
must realize that rubber has gone up as a re- 
sult of the war and his prices must go up to 
protect him in that day when they shall go 
down. 

All tin, galvanized goods, solders and bab- 
bits have soared upward in price. These are 
legitimate raises. The advances are just what 
we might expect because the products men- 
tioned come from other lands and many of them 
directly from the countries which are at war. 

Every reader of this publication owes it to 
himself to study to-day’s market reports care- 
fully. We would also call particular attention 
to Oliver Brothers’ letter entitled Pertinent 
Price information to-day 
means profit. 


The Sin of Success 


IX large implement manufacturers for- 
~ merly controlled practically all of the 
harvesting implement business in the 
United States. For the apparent purpose of 
reducing the cost of manufacture and distribu- 
tion these concerns were welded into one—the 
International Harvester Company. This con- 
cern, according to the finding of a United 
States District Court, controls from 80 to 85 
per cent. of the trade in lines manufactured by 
it in the United States. It has been ordered 
to dissolve. 

Granting that an effective plan for actual 
dissolution can be arranged what benefit will 
the dealer, and through him the consumer, 
gain? Our laws are supposed to benefit the 
condition of the consumer. 

According to implement dealers in conven- 
tion, the three worst evils existing in the trade 
are: Overstocking of quantities, overcrowding 
of territories, stocking of models which are, 
in actual use, duplications. 

The manufacturer anxious to book orders 
as far in advance as possible is said to insist 
that his agent specify certain quantities re- . 
gardless of the condition of the stock of that 
item then in the store. The penalty is the loss 
of the agency. This causes overstocking of 
quantities. The second cause is stress brought 
to bear upon a dealer to cause him to stock a 
new line to prevent a competitor from tak- 
ing it. 

Overcrowding of territories is usually brought 
about through the efforts of a number of man- 
ufacturers to sell their lines in a given terri- 
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tory. If the dealers then in business refuse 
to handle a new line it is charged that a farmer 
will be induced to enter the implement busi- 
ness and carry it. This has been done when 
not more than sufficient business existed to 
maintain the stores then in business. The re- 
sult has been not to secure lower prices for the 
consumer, but to reduce the volume, and neces- 
sarily the purchasing power of the legitimate 
dealer. 

Special stress has been laid upon the need of 
reducing the number of types of various ma- 
chines to the minimum. Failure to do so re- 
quires the dealer to carry more machines than 
should be necessary. This increases his over- 
head cost. Multiplicity of models means that 
the dealer discontinues carrying repairs for 
various types each year. This works a hard- 
ship upon the farmer who has purchased such 
a machine. His loss, occasioned by having to 
wait for factory shipments of repairs during 
the harvest season, is burdensome. 

The more manufacturers there are seeking 
business, the more types of machines will be 
offered for sale. First selling essentials re- 
quire that the machine be different. It may 
not be any better; frequently it is not as good. 
Keen competition results in the continual offer- 


- ing of newer models. Machines which are do- 


ing their work perfectly are discarded for 
reasons of competitive stress rather than the 
real requirements of trade. All of these con- 
ditions are bad enough today, though they have 
been materially bettered in the past few years. 
Divide one company into six, multiplying com- 
petition thereby, and the deduction is simple— 
a greatly increased burden forced on the con- 
sumer through the helpless retailer. 

Methods formerly used for introducing and 
selling implements were burdensome in their 
expense. The contests of various makes which 
were held all over the country required the 
services of high priced experts, and the use- 
less expenditures incident to shipment of 
models. 

We are apt to consider all so-called trusts as 
heartless, grasping and even criminal. If the 
International Harvester Company is in this 
class it has taken peculiar methods of demon- 
strating the fact. The educational work done 
among farmers at its expense is of inestimable 
value. An immense corps of farm experts has 
covered the country; lecturing to farmers; 
showing them how to raise better crops; how 
to introduce new crops adapted to their soil; 
how to secure greater fruitage. Tons of liter- 
ature, handsomely illustrated, prepared at 
enormous expense, have been distributed to the 
farmers for the purpose of increasing their 
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earnings. It is very probable that this com- 
pany has done more actual good for the farm- 
ers of the United States than the Government 
itself. Certainly it has done far more than 
any other private enterprise. 

Only the magnificent volume of business sent 
through one channel, producing lower manu- 
facturing and selling costs, has made this work 
possible. The expense would have been sui- 
cidal for smaller concerns to undertake. Now 
the Government says that the company must 
dissolve. Restoration of the former competi- 
tion means that the evils of which dealers com- 
plain will be increased; that abolition of real 
service work among farmers will be reduced; 
that former expensive selling methods will be 
re-adopted. 

And yet the violations of the law are purely 
technical. Investigation has shown that the 
increased cost of implements has not been dis- 
proportionate with other costs; labor, food, etc. 
The single company does not control a greater 
percentage of the ousiness than its components 
formerly did. The court is unable to find that 
the company has been unfair in its treatment 
of smaller competitors. Investigation has 
shown that the company is not overcapitalized. 

Combinations of manufacturers, ‘brought 
about through the necessity of eliminating de- 
structive competition, are every-day occur- 
rences in our business life. Is the purchase of 
a disturbing factor in trade to be considered a 
violation of the law if interstate business is 
done? Is our anti-trust law to be so twisted 
that a malicious individual can bring the power 
of the law upon successfully conducted con- 
cerns whose first strength may have been 
gained through union? Is success a sin in the 
sight of our law, and are the great manufac- 
turing interests of this country to be continu- 
ally preyed upon for no other reason than that 
they are successful? 

If ever a trust was given a clean bill of 
health the International Harvester Company 
has been given one by the court. It is not 
overcapitalized, it has treated its competitors 
fairly and it has extended foreign trade. The 
worst thing it did was to advertise one of its 
constituents as “against the trust” and that 
was years ago. It is sound and healthy and no 
menace to society, but on account of its birth 
having been utterly illegal it cannot be re- 
ceived in polite circles. 

This decision does not affect the Harvester 
company alone. It strikes deep at the vitals of 
hundreds of firms which make the commerce 
of this nation what it is today. It creates a 
spirit of uncertainty among the moneyed inter- 
ests of the country that will never be produc- 
tive of good for the nation at large. 























From the View Polit of Our Readers 


The columns of HARDWARE AGE are open at all times for the expressions of our readers on any subject of interest 


Automatic Electric Washer Co., 
Newton, lowa | 


Editor HARDWARE AGE: 


W* have read your editorial on American Pros- 
perity in Europe’s Calamity, and it succinctly 
states the proposition. 

We venture to send you a few lines on the mat- 
ter. 

Theoretically, the outlook for the business inter- 
ests of the United States was never better. The 
tremendous crops now being harvestd will put 
wealth in the pockets of the farmers. The home 
market should be better than ever before. Buying 
‘has for two or three years been somewhat restrict- 
ed by partial crop failures, stocks are low, mer- 
chants have been conservative. There should now 
be an era of buying. With normal conditions abroad 
there should have been a vast improvement in all 
lines of domestic trade. 

But with the nations of Europe at war, with 
millions of men withdrawn from the producing 
class, with foreign manufactures at an absolute 
standstill, it is obvious that the markets of South 
America must of necessity turn to the United States 
for supplies. 

It. is highly probable that the transportation 
problem will be quickly worked out, and when this 
is accomplished American produce and manufac- 
tures will certainly find a ready market abroad. 

This is not a time for timidity. It is a time for 
eagerness in grasping the opportunities that are 
thrust before us. If the manufacturers of the 
United States will do this there is no reason why 
the combined domestic trade and foreign trade 
should not produce an era of prosperity heretofore 
unknown. Very truly yours, — 

AUTOMATIC ELECTRIC WASHER Co., INC. 
Per Jesse A. Winger. 


Advertising and Sales Manager. 


The Turner Brass Works, Syca- 
more, Ill. 


August 15, 1914. 
Editor HARDWARE AGE :— 


Dear Sir:—yYour editorial “America’s Prosperity 
in Europe’s Calamity” is timely and a lucid sum- 
mary of the opportunities for American manufac- 
turers. 

Although an inland factory, we have always be- 
lieved the policy of this country in failing to build 
up shipping facilities and encouraging capital in 
that direction as short-sighted in the extreme and 
it takes a world-wide calamity like the present to 
bring us to a realization of just how much asleep 
we have been. 

The various trade organizations are today potent 
and powerful factors for concerted action and we 
believe if their influence is brought to bear on the 
subject all the opportunities suggested in your edi- 
torial will be realized. 

Yours very truly, 
THE TURNER BRASS WORKS, 


[Signed } W. J. GOLDE, General Manager. 


Arcade Mfg. Company, Free- 
port, Ill. 


Editor HARDWARE AGE: 


Gentlemen :—Your editorial “America’s Prosper- 
ity in Europe’s Calamity” is timely and states 
clearly the existing conditions with reference to the 
South American republics. 

If the government officials at Washington do not 
bungle our relations with these republics, we are 
certain that it will mean that business activities 
will receive the proper stimulant that is needed to 
restore confidence. This applies to the domestic 
trade as well as the foreign business which will 
be placed in our hands. 


Very truly yours, 


ARCADE MFG. Co., 


[ Signed | REEVE BURTON, Sales Dept. 


Majestic Mfg. Company Writes to 
Its Customers 


oo following letter from the Majestic Mfg. 
Company, St. Louis, throws an interesting 

light on the cotton crop market. 

“To our customers in the cotton country: 

“As the Federal Reserve Board has discretionary 
authority to advance to the grower such a portion 
of the value of agricultural staples as they see fit, 
this authority will be exercised; but such help can 
be expected only where the producer or producing 
organizations have or will provide warehouses for 
the protection and holding of the product, suitable 
insurance, and certifications of grade or class upon 
which the value may be determined. 

“Planters able to do so, owe it to the South to 
withhold their cotton from market. Bankers must 
for the present mix patriotism with their business, 
and assist planters and tenant farmers to hold their 
cotton until the situation clears, which it will do, 
we think, within sixty days. 

“The United States Government is now arrang- 
ing to aid the establishment of a merchant marine 
in American bottoms, and Congress seems to be 
looking at the matter from a patriotic instead of a 
partisan standpoint. We have no doubt but that 
inside of ninety days we shall be able to ship 
promptly to foreign markets our cotton, corn, wheat 
and meat. 

“Our advice is to organize all the interior cotton 
markets to secure storage and insurance, and have 
a committee formed to pass on grades. You will 
then be in a position to ask for your part of the 
funds in the hands of the Federal Reserve Board. 

“If the war continues the consumption of Amer- 
ican mills will be greatly increased, and the war 
will develop special opportunities for our mills in 
the South American markets. 

“To sum up, we believe there will be a market 
for the cotton crop and it should bring an increased 
price. 

“Yours very truly, 
“MAJESTIC MFG. Co., 


[Signed ] “R. H. STOCKTON, President.” 
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Export Transportation Problem Before House and Senate Leaders 
By A. A. CHENAY 


WASHINGTON, August 16, 1914. 
EASURES proposed to make possible the 
Mi transportation of our exports to Great 
Britain and the continent, and to relieve 
the congestion of freight at American ports, are 
being expedited as far as possible by both House 
and Senate leaders. 

These measures, practically all: emergency pro- 
posals fall into three general classes: those aimed 
at securing necessary transportation facilities; 
amendments to the currency law necessary to guard 
the financial resources of the country; and special 
enactments such as that proposed to hold up the 
cotton interests of the South. 

A great number of bills have been offered within 
the past ten days for the purpose of making ships 
available to carry American exports. None have as 
yet been passed. 


Opens Coastwise Trade to Foreign Ships 


A vote is promised in the Senate tomorrow, Mon- 
day, on the general emergency measure to liberalize 
the American registry law so as to allow foreign 
bottoms to come in at once under the American 
flag. There is much opposition, however, to this 
measure and it is possible it will have to be sub- 
stantially narrowed down before passage. 

One of the objectionable features of this prop- 
osition is the provision permitting the entry of 
foreign shipping into the American coast-wise 
trade, even if such shipping is owned entirely by 
foreigners. 

This proposal is strenuously opposed by Repub- 
lican Senators who declare that it opens the way 
to the entire destruction of whatever may still be 
left of the American merchant marine. 


Might Provoke War 


Another feature of the pending registry measure 
that is strongly opposed by a number of influential 
Senators is the broad character of the provision 
allowing foreign ships to fly the American flag. It 
is claimed that the bill, if enacted into law as it 
now stands, might very easily operate as a provoca- 


tion for war with one or another of the belligerent 
groups. 

The measure, despite the objections, is expected 
to pass during the week. The vote now pending 
is on the conference report, both House and Sen- 
ate having earlier in the week passed upon the 
original bill. 

No less than three bills are now pending author- 
izing the Secretary of the Navy to purchase or con- 
struct vessels that could be used in the carrying 
trade. It is not believed either of these measures 
will be hurriedly pushed through. 


Believe Plenty Ships Soon Available 


Just as soon as the temporary demoralization of 
foreign shipping is at an end, which will come with 
the fighting of the first big naval battle, or as soon 
as Great Britain makes the ocean route secure, it 
is expected that the big fleet of British merchant 
ships, as well as the bulk of neutral shipping, will 
come to the rescue of the American exporters, and 
the overseas traffic will rapidly fall back to normal. 

Financial measures to meet the emergency of the 
present crisis and to provide against any reason for 
or semblance of panic within the confines of the 
United States have, so far, and in contrast with the 
progress of the ship registry bills, been considered 
with unanimous consent, and received with very 


general approval. 
Federal Reserve Board at Work 


As a result of the monetary measures passed by 
Congress, especially the amendment authorizing 
the issuance of one billion emergency currency if 
required, the country is declared to be in an exc 
tionally sound financial condition. 

The Administration is gratified and much re- 
lieved that the Federal Reserve Board is complete 
and has taken active charge of the fiscal depart- 
ment of the Government. The President today ex- 
pressed his confidence that Governor Hamlin and 
his associates on the board would be able to cope 
with any situation that might be expected to arise 
as a result of a protracted campaign in Europe. 
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Government to Insure War Risks 


One of the serious problems now facing the 
American shipper is that of marine insurance and 
war risks. This was one of the topics discussed at 
a conference at the Treasury Department yesterday 
between Secretary McAdoo and representatives of 
shipping and manufacturing interests of the 
country. fe : 

The conclusion arrived at was that the Govern- 
ment should undertake to insure American shipping 
by some method similar to that already adopted by 
Great Britain, Holland, and other European nations. 


A committee appointed by the conference is now 
at work drafting a bill to be presented to Congress 
immediately and pressed for passage, with a view 
to having a government insurance bureau in oper- 
ation as soon as possible after the measure modi- 
fying restrictions upon American registration of 
foreign-built ships goes into effect. 


American Grain Contraband 


Still another big problem that confronts the Ad- 
ministration, and one that is being gravely con- 
sidered by President Wilson and his advisers, is 
the question of the rights and privileges of Ameri- 
can shippers and cargoes under the existing war 
conditions. 

Already many complaints have been received by 
the Washington Government concerning the possi- 
bility of confiscation of American-owned cargoes 
aboard vessels captured by the belligerent coun- 
tries. 

Grain is held as a “conditional” contraband by 
both Great Britain and Germany. Conditional con- 
traband is liable to capture if it is shown to be 
destined for the use of the armed forces or of a 
government department of the enemy State. In 
fact, however, it is pointed out by government of- 
ficials here, shipments of grain would be taken over 
by either of the contending groups if discovered 
consigned to the other, whether destined for army 
use or not. 

Both Great Britain and Belgium have guaranteed 
the safety of American cargoes of grain and other 
food stuffs, and it is the opinion of those concerned 
here with this question that free shipping will very 
soon be pretty well restored. 


Cotton Security for Loans 


The Southern Cotton Congress, composed of lead- 
ing growers and dealers from every cotton produc- 
ing state, has called a special conference to meet in 
Washington tomorrow with Southern Senators to 
devise ways and means for providing relief against 
the impending tie-up of the product. 

Various plans have been advanced for the relief 
of the cotton growers, and several bills have been 
introduced for this purpose. 

The plan generally favored is that embodied in 
a measure offered by Senator Hoke Smith, of 
Georgia. Jt proposes the establishment of a chain 
of bonded cotton warehouses where cotton may be 
stored until conditions become more nearly normal, 
and be made the security for a direct issue of gov- 
ernment currency. 

Another plan put forward by Southern Senators 
is to authorize the Federal Reserve Board to make 
cotton warehouse receipts a basis for currency is- 
sued under the Federal Reserve Act. 


Government to Probe Raise in Prices 


A nation-wide investigation of “war prices” was 
started yesterday by the Department of Justice 
upon orders from the President. 


Hardware Age 


While it is understood the inquiry has special ref- 
erence to food prices, it is said the agents of the 
Department will take cognizance of unusual ad- 
vances in any line of commodities. 


A number of resolutions have been introduced 
providing for inquiries into the existing high 
prices. A bill by Representative Kahn, of Cali- 
fornia, would make it a penal offense for any two 
persons, firms, or corporations, to enter into an 
agreement to raise prices. 


Drastic action by the Attorney-General is prom- 
ised if any form of conspiracy to advance prices is 
disclosed by the investigations now under way. 


Court Orders Dissolution of Inter- 
national Harvester Company 


f fpogee International Harvester Company has been 

declared to be a monopoly in restaint of inter- 
state and foreign trade and ordered dissolved by a 
majority decision of the United States District 
Court in St. Paul, Minn. 


Judge Sanborn, of Minnesota, dissented from the 
majority opinion. The majority opinion held that 
the International Harvester Company was from its 
organization in 1902 in violation of the Sherman 
law. The original corporation, formed of five con- 
cerns, violated the first section of the Sherman act 
by restraining competition among themselves. The 
combined organization also tended to monopolize 
trade in contravention of the second section of the 
law. 

The decision declares that while the Inter- 
national Harvester Company and its selling organi- 
zation, the International Harvester Company of 
America, control 80 to 85 per cent. of the trade in 
agricultural implements manufactured by them, 
their treatment of smaller competitors in general 
has been fair and just. 


The court finds fault with the actions of the cor- 
poration, aside from the technical violation of the 
Sherman law, for only two actions. One of these is 
the fact that D. M. Osborne & Co., was allowed 
to advertise as independent for two years after it 
had virtually entered the International Harvester 
Company. The other act censured by the decision 
was the manner in which the five original concerns 
were turned over to the International Company by 
William C. Lane, a New York banker, who con- 
tended that he had purchased the properties. 


The court holds that the property turned in to 
the International Company was greater than the 
stock issued for it, and that the case involves no 
question of over capitalization. 


Cyrus H. McCormick, president of the Inter- 
national Harvester Company, is quoted as saying 
that the decision will be appealed. 


THE DEWITT WIRE CLOTH COMPANY, Belleville, N. J., 
is erecting a new brick carpenter shop on the same 
site previously occupied by a wooden building, used 
for the same purposes. The roofs on three of the 
older buildings of the plant are being raised a story 
each which will make two-story structures of them 
and amounts practically to rebuilding. This enlarge- 
ment of facilities was forced on the officers of the com- 
pany to provide necessary factory room by which to 
satisfactorily handle the greater volume of trade which 
has been gradually developed. 


‘THE GUERNSEY EARTHENWARE COMPANY, Cambridge, 
Ohio, has increased its capital from $50,000 to $100,000. 
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Trade Conditions and Iron, 


Steel and Hardware Prices 





The encouraging side of the war situation 
is emphasized by the fact that a great deal 
of the trade in iron and steel products on the 
Pacific Coast that was lost to American mills 
by reason of the low tariffs will be restored 
to them again and possibly permanently. 

American manufacturers are making 





MARKET SUMMARY FOR THE BUSY READER 


preparations to invade South America more 
strongly than ever with their products and 
our trade with that country will no doubt 
show marked increase within the next year. 
The war will emphasize the fact that the 
United States is the money power of the 
world and will be for many years to come. 
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Office of HARDWARE AGE, 
Pittsburgh, Pa., August 15, 1914. 


ROBABLY at no time in the history of the steel 
business has there been so much uncertainty con- 
nected with it as right at this moment. The immediate 
effect of the European war has been hurtful, but the 
ultimate effect is expected to be good. On the one hand 
there has been an entire stoppage of exports, and this 
cuts no inconsiderable figure in the steel business, espe- 
cially with the subsidiary interests of the United States 
Steel Corporation. The National Tube Company, the 
American Steel & Wire Company, the Carnegie Steel 
Company and the American Sheet & Tin Plate Com- 
pany all do a heavy foreign business, and all shipments 
have been cut off and foreign orders have either been 
cancelled or suspensions ordered. Another unfavorable 
effect has been the laying off of many thousands of men 
in industrial plants that are running to a low rate of 
capacity on account of loss of foreign business, also the 
putting off of a number of projects that would have re- 
quired a very large amount of steel if they had gone 
through, this action having been taken largely on ac- 
count of the tightening up of the money market, and 
another harmful effect has been the restriction in rail- 
road buying. As an instance of this, we can state that 
in the past three weeks, or since the war actively broke 
out, there has been almost an entire cessation of new 
buying in steel cars, and some active inquiries that were 
out for cars have been withdrawn. About three weeks 
ago the steel car companies were. figuring on an inquiry 
for 4600 miscellaneous cars for the Southern Pacific 
Railroad, and other roads were also in the market for 
1000 to 2000 cars, but these inquiries have been with- 
drawn. 

The entire shutting off of shipments of English and 
German ferromanganese, and this alloy is absolutely 
essential in the manufaeture of steel; has produced a 
crucial situation in the steel business, and it is more 
serious than is generally believed. Two or three of the 
large steel companies are nearly out of manganese, and 
unless they can secure an early supply, and no one 
knows where this is coming from, they will have to shut 
down. Before the European war broke out, English 
80-per cent. ferromanganese was selling at about $38, 
Baltimore. Within the past few days it has sold in 
carload lots as high as $150 a ton, and offers of dealers 
to buy it at $170 a ton have been turned down. The 
visible supply of ferromanganese is being drawn on 
every day and is not being replenished. This means 
that within a short time the shortage will become more 
acute, and it will be a question whether a good many 
steel plants will not have to close. This is being dis- 
counted to some extent by some of the larger steel com- 
panies, who have made two successive advances in 
prices of finished material. The second of these was 
made last week when the Carnegie, Jones & Laughlin, 
Republic and Cambria Steel Companies advanced plates, 


shapes and bars $1 a ton, or to the basis of 1.20c. f.o.b. 
Pittsburgh. Black and galvanized sheets have gone up 
$2 to $3 a ton. Tin plate is scarce, and is being held at 
$3.40 per base box, several makers refusing to sell even 
at this price. In spite of all this, there is not much evi- 
dence that jobbers and consumers are stocking up to 
any great extent. The uncertainty of the future is so 
great that the average jobber or consumer is entirely 
at sea, and does not know whether to buy ahead, or to 
buy only as his needs demand. 

Already there has been restriction in operations 
among mills whose product is largely exported. This 
will be done more and more as the war goes on, and will 
particularly affect plants which run largely on products 
for foreign shipment. 

The encouraging side is emphasized by the fact that 
a great deal of the trade in iron and steel products on 
the Pacific coast that was lost to American mills by 
reason of the low tariffs will be restored to them again, 
and possibly permanently. American manufacturers 
are making preparations to invade South America more 
strongly than ever with their products, and our trade 
with that country will no doubt show marked increase 
within the next year. The war will emphasize the fact 
that the United States is the money power of the world 
and will be for many years to come. While foreign 
trade for our domestic mills will no doubt increase very 
rapidly after the war is over, there will be some per- 
plexing situations to work out. One of the important of 
these will be the matter of credits. It is said that all 
the foreign countries engaged in the war will be set 
back 25 to 50 years, and their cash resources will be 
greatly impaired. Of course, with shipments to foreign 
governments the matter will be easy, but to private con- 
cerns.credits will be very closely scrutinized. On the 
whole, it would seem that the question of whether the 
United States will benefit or not by the European war 
cannot be difinitely decided upon at this time. The im- 
mediate effect is going to be bad, but the ultimate effect 
will probably be good. 

Local jobbing and retail hardware houses are feel- 
ing the effects of the war, the small country merchants 
being as much at sea as the big steel companies. Both 
jobbers and retailers are inclined to buy only for pres- 
ent needs until the situation is clearer, and this is re- 
stricting the volume of orders and their size. The 
market on manufactured articles all along the line is 
stronger with higher prices likely. Goods are moving 
out from the jobbing hardware trade only in fair vol- 
ume, orders being numerous, but for small quantities. 
The money market is tightening up, and collections are 
not as good as before the war broke out. This has re- 
sulted in a large number of projects being held up, that 
had the war not occurred would likely have gone 
through. 


WIRE NaliLts.—Local makers report a fair demand 
for wire nails, but mostly in small lots to meet current 
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needs. Prior to the advance of $1 a ton on wire 
products made about a month ago jobbers and retailers 
covered their wants ahead for 60 days or longer, and 
wire nail mills report specifications against contracts 
late in July and so far in August as quite heavy. The 
wire nail mills are operating to heavier capacity than 
for some time, but the Allentown, Pa., works of the 
American: Steel & Wire Company, whose output is 
largely shipped abroad, is running at a lighter rate of 
operation on account of foreign shipments being 
stopped. An advance in wire products of at least $1 a 
ton in a very short time is confidently predicted, and is 
expected to be made, but as yet nothing official on this 
has been given out and likely will not be until the ad- 
vance is made. 


We quote wire nails as follows: in carload lots to jobbers, 
$1.55, f.0.b. Pittsburgh, freight added to point of delivery. 
Jobbers charge the usual advances over these prices for 
small lots from store. 


Cut Naits.—The demand is fair, but mostly in small 
lots to meet current needs. Mills state that specifica- 
tions against contracts are coming in at a fair rate. 


We quote nails at $1.60 to $1.65 per keg in carload and 
larger iots to jobbers; carloads to retailers, $1.65, f.0.b. Pitts- 
burgh, terms 60 days, or 2 per cent. off for cash in 10 days, 
freight added to point of delivery. 


BarB WirReE.—<As yet the trade in barb wire for fall 
delivery and for prompt shipment is very light, but new 
demand is expected to open up in a short time when 
jobbers commence to lay in stocks to meet the expected 
fall business. Prices are very firm and an advance is 
looked for in a short time. 


We quote painted barb wire to jobbers, $1.55; galvanized, 
$1.95 in carloads to jobbers, usual terms, freight added to 
points of delivery. Jobbers charge the usual advances for 
small lots from stock. 


FENCE WIRE.—Conditions in the fence wire trade are 
the same as noted above in barb wire. The demand for 
fall delivery has not yet started up actively, and is not 
' expected to until late in September. As crops have 
been very heavy this year and prices good, the wire 
fence fabricators naturally look for a heavy business, as 
farmers will be in position to spend money to build 
fences and generally improvetheir farms. 


Prices in effect are as follows: Annealed fence wire in car- 
load lots to jobbers, $1.35 base; galvanized, $1.75, with the 
usual advances charged to jobbers for small lots from store. 


SHEETS.—The market on all kinds of sheets is very 
much better, nearly all the mills having advanced their 
prices $2 to $3 a ton. The fact that there is likely to be 
a shortage in sheet bars before long, and also because 
prices on the latter have been advanced about $2 a ton, 
are the reasons given for the higher prices on sheets. 
The absolute minimum of the market on No. 28 black 
sheets is 1.85c., most mills asking 1.90c. The minimum 
on No. 28 galvanized is 2.85c., with most mills quoting 
2c. for prompt shipment and 3c. for delivery within 60 
days. The Brier Hill Steel Company at Youngstown, 
Ohio, is running its two sheet mills at Niles, Ohio, to 
full capacity, with orders ahead for several months. 
Nearly all the sheet mills are running at a better rate 
than some time ago. 


We quote Nos. 9 and 10 blue annealed sheets at 1.35c. to 
1.40c.; No. 28 Bessemer black, 1.85c. to 1.90c.; No. 28 gal- 
vanized, 2.85 to 2.90c. Prices on black plate for tinning are 
also higher, and we now quote No. 28, tin mill sizes, H. R. 
and A., 1.90c.; Nos. 29 and 30, 1.95c. The above prices are 
for prompt acceptance and for carload lots, f.o.b. Pittsburgh, 
en charging the usua] advances for small lots from 
store. 


SHEETS.— Makers’ prices for mill shipment on sheets 
of U. S. Standard gauge, in carload and larger lots, on 
which jobbers charge the usual advance for small lots 
from store, are as follows, f.o.b. Pittsburgh, terms 30 
days net or 2 per cent. cash discount in 10 days from 
date of invoice: 


Blue Annealed Sheets 


Cents per Ib. 
a bed a es ot coos Oh Ke wh oa tke oa wl 1.35 to 1.40 
eS oe wn os og Ea en aie o Bie biG bea 1.40 to 1.45 
iG ne MME bs so ac Wes bas oa eee 1.45 to 1.50 
Beet Be Gee BO a's eh EE Ce EEE ES 1.50 to 1.60 
ee ee We” BG hs bs Cocke ea ena cee 1.60 to 1.70 
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Bor Annealed Sheets, Cold Rolled 


Cents per Ib. 
ot PE ye 1.50 to 1.55 
De Se ose ERO sh BS CSS Oc Ce UR we Che kha 1.50 to 1.55 
Pee, ee Oe BGG vk oa oc Sa ee cewks Oakes 1.55 to 1.60 
Pe oe as oo ee a Cites cea ee 1.60 to 1.65 
SS. ee ee is 1.65 to 1.70 
ee ae ee he oes ob ee SS eee 1.70 to 1.75 
a KR * BS PEt eee a meen ay Sr 1.75 to 1.80 
A aetna ee ERS Ht 1.80 to 1.85 
PO 8G eh ws web Uo eR Re keke be 1.85 to 1.90 
Be Nc has ocd te dite wi Rota da a ck eS 1.90 to 1.95 
FO x ss cea bs 8 ee ch Oe bre hbo ae 2.00 to 2.05 

Galvanized Sheets of Black Sheet Gauge 

Cents per Ib. 
Dee DO Oe BS i vob koi es 64 SW ee 1.85 to 1.90 
1 SR RNa IRL TS PO ela Pag eR Tg tape ee 1.95 to 2.00 
i we OR) Om. FP RRR ees fhe. 1.95 to 2.00 
Be ee INI ee ai ea 2.10 to 2.15 
Ee ee ate laine 2.25 to 2.30 
Pe. ee ea cn cu ee kb keke ce 2.40 to 2.45 
Ss ae SS 6's Caw nck hi ds dakar 2.55 to 2.60 
De Moos ob awe ee eas Oat nek eee 2.70 to 2.75 
Be Tb 6h 9 nd 0.& Kad coe hi Se ok he ee 2.85 to 2.90 
PE So cbs Ges Cees Ewha ok heed 3.00 to 3.05 
Ps Eh hil & ek ee edhe ok wakes ensenee 3.15 to 3.20 


CORRUGATED ROOFING SHEETS BY WEIGHT 
Gauges, cents per Ib. 
Painting : 29 25 to 28 19 to 24 12 tol18 
Regular, or oiling......... .... 0.15 0.10 0.05 
Graphite, regular 0.25 0.15 0.10 


Forming: 
2, 2%, 3 and 5 in. corru- 

GE th o'o% anna othe « 0.05 0.05 0.05 0.05 
2, V-crimped without sticks 0.05 0.05 0.05 aie ¢ 
5g to 1% in. corrugated.... 0.10 0.10 0.10 
3, V-crimped without sticks 0.10 0.10 .10 
Pressed, standard seam, 

Ce EE 'o'n'a bona een 0.15 0.15 ws 
Plain roll roofing, with or ‘ 

without cleats .......... 0.15 0.15 0.15 
3/15 im. crimped ......-. 0.20 0.20 0.20 
Weatherboard siding ......... 0.25 0.25 
SE EE ng dwn cetecc cece ne 0.25 0.25 
Rock face brick and stone 

 -ccn teak ek) abet oe ee at 0.25 0.25 
Roll and cap roofing, with 
Me —, a a P 0.25 0.25 

oofing valley, n., an 

whiter Aap tie a env evan nes ei) 0.25 0.25 
Ridge roll and  fiashing 

(plain “or corrugated)... .... 0.65 0.65 0.65 


IRON AND STEEL Bars.—The steel bar mills report that 
while new demand is quiet this is largely because of the 
fact that most consumers bought freely in July through 
the third quarter and last half of the year, and are now 
specifying liberally against these contracts. The lead- 
ing makers of steel bars, these being Carnegie, Cam- 
bria, Republic and Jones & Laughlin Steel Companies, 
have put their price at 1.20c. minimum for this quarter 
and 1.25c. for last quarter, and are holding firmly to 
these prices. Common iron bars are better, the demand 
being heavier and prices stronger. 


We quote merchant steel bars at 1.20c. for August and 
September delivery, and 1.25c. for last quarter shipment. 

We quote common iron bars, made from scrap and muck 
bar, at 1.15c. to 1.20c., f.0.b. maker’s mill, Pittsburgh. Regu- 
lar extras for twisting reinforcing steel bars over the base 
rice are as follows: %-in. and over, $1; ™% to 11/16-in., 
$1.50: under %-in., $2.50 per net ton. These extras are not 
always observed. 


STANDARD PiPe.—Reports that there have been heavy 
cancellations of orders for tubular goods for foreign 
shipments are denied, the National Tube Company and 
other leading makers stating that foreign shipments 
are being held up, but so far there have been no can- 
cellations. The new demand for casing and oil country 
goods of all kinds has fallen off very much, as drilling 
at a great many places has been stopped, the producers 
having no market for their oil. The Mark Mfg. Com- 
pany of Zanesville, Ohio, has taken 20 miles of 10-in. 
and 12-in. line pipe for the Ohio Fuel Supply Company. 
Discounts on wrought iron and steel pipe are being 
firmly held, but on line pipe are shaded. 


Tin PLATE.—The tin plate trade is somewhat excited 
over the European war, and prices have been practi- 
cally withdrawn by nearly all of the mills. Some tin 
plate makers will quote $3.40 per base box for tin or 
terne plate to regular customers, but for specified de- 
livery only. The situation in pig tin is getting more 
acute, and it has sold as high as 75c. per lb. in small 
lots. The price was about 32c. before the war broke 
out, and if the war should go on some of the mills wil 
no doubt have to close down in a short time as they 
will be unable to obtain supplies of pig tin. Many of 
the tin plate mills are running as much as possible on 
terne plate, conserving their stocks of pig tin to be used 
in making bright plate for a heavier demand later. If 
the war should go on there is no telling how high the 
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price of pig tin may go, and it is likely in a short time 
to be at least $1 a pound. Prices are very firm and we 
quote $3.40 per base box, f.o.b. Pittsburgh, and some 
mills will not sell at this figure. 


Nuts, BOLTS AND RIveTs.—The market on these 
products is stronger in sympathy with the higher prices 
for raw materials, and it is stated discounts are being 
very firmly held. Rivets have gone up at least $1 a 
ton, and are likely to go higher. Jobbers and con- 
sumers are placing orders more freely, and shipments 
are heavier than for some time. 


We -quote button-head structural rivets in carload lots 
at 1.55c., and in small lots at 1.65c.: cone-head boiler rivets, 
1.65c. in carload lots and 1.70c. in small lots, with terms 30 
days nét, 2 per cent. for cash in 10 days. Discounts on nuts 
and bolts are as follows in lots of 300 Ib. or over, delivered 
within a 20c. freight radius of maker’s works: 


Coach and lag SCreWS..........ceccce 80 and 5% off 
Small carriage bolts, cut threads........... 80% off 
Small carriage bolts, rolled threads... .80 and 5% off 
Large Carriage bOMtse .....ccccccccssecs 75 and 5% off 
Small machine bolts, cut threads...... 80 and 5% off 


Small machine bolts, rolled threads. ..80 and 10% off 
Large machine bolts .......... .75 and 10% off 





Machine bolts, c.p.c. & t nuts, small. Seti is ae 80% off 
Machine bolts, c.p.c. & t nuts, large... .75 and 5% off 
Square h.p. nuts, blank and tapped re $6.30 off list 
NE RES pe I es ee $7.20 off list 
C.P.C. and r. sq. nuts, blank and tapped. $6.00 off list 
Hexagon nuts, % and larger........... $7.20 off list 
Hexagon nuts, smaller than % in...... $7.80 off list 
ito > Seen Me PIs i 6 oS ei ive oes $5.50 off list 
CP. emi emo mete... occ ce kccuse $5.90 off list 


Semi-fin. hex. nuts, in. or under. .85, 10 & 10% off 
Semi-fin. hex. nuts, in. and larger....85 & 5% off 
Rivets, 7/16 x 6%, smaller & shorter.-.80, 10 & 5% off 


Rivets, tin plated, packages....... 80,10 and 5% off 
Rivets, metallic tinned, packages... .80, 10 and 5% off 
Standard cap screws ............ 70,10 and 10% off 
Standard set-screws ............. 75,10 and 10% off 


The following are the jobbers’ carload discounts on the 
Pittsburgh basing card on steel pipe in effect from April 20, 
1914, and iron pipe from June 2, 1913, all full weight: 





Butt Weld 
Steel 
Inches Black Galv. Inches Black Galv 
» M&M and &... 7 52 Se GME MS ooo a cs 6 

ee EOE 66 PTO See 46 
es veel ea oe 80 ee ee artes. are Te 69 56 
4 to 2% oevecee 72 61 

Lap Weld 
BSS ee ia ag ee 77 68 Be is. Sed Cakes 56 45 
Ee See ee 79 70 BN Sie o Satan k «owe 4 67 56 
ine ae 76 BE Eee MOREE Pe eee 68 58 
ae ee ee. a ko coe i. ia 2 oes 70 61 
2 ee gf FeAp eee 70 61 
{ b Trae 68 55 





Hardware Age 


Reamed and Drifted 


1 to rigs Sete. o. 78 69% | 1 to 1%, butt... 70 59 
Sie ee ete % 7 66 | 2,b Re eee. bere 59 

2% to 6, lap. ...,77 68 | 1%, il i ae 54 43 
| 1 » lap ac aeas 65 54 

= Sarre 66 56 

244 to 4, lap.. 68 59 


Butt Weld, extra veer plain ends 


%, %4& and %... 68 3642 | 2 PE yeas Be 63 52 
nig ib ak oR ek 73 | eee eee se 60 
eS: 6” ees 77 10% 3 1 See 71 62 
Ok BARS rary de 78 Pent ata 4s <bs 72 63 
Lap Weld, extra strong, plain ends 
Sr ne eee 74 65% 1 nek ate car eee 59 
> lk Pee ene 76 671% | ;* BE ogg pip iD 66 58 
| eS ae 7 664%, | 2% to 4........ 70 61 
SS Bee eadse we 68 571% > & 2 aero 69 60 
3 fk) Soper pe ere 63 , ee & Se eee 63 63 
ys ab ere 58 47 
Butt Weld, double extra strong, plain ends 
ee ies a ark 63 Be Perea 57 49 
8 St eee 66 5914 %- © 1% ie: wei 60 52 
if eee 68 61% 2 cae RRS Se 62 54 
Lap Weld, double extra strong, plain ends 

a diecaeaie bel daa s Oo 64 ) is Fae. 49 
eS eee ee 66 59% . = % Sere 60 54 
Bae BW Boies sews 65 5814 a a sinh 59 53 
De wikiw ne caben 58 47% < 3 See 52 42 


To the large jobbing trade an additional 5 and 2% per 
cent. is allowed over the above discounts. 

The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing ors caged price) than the above dis- 
counts on black and three (3) points on galvanized. 


BoILER TUBES.—Discounts to jobbers, in carloads, in 
effect from May 1, 1914, are as follows: 


Lap Welded Steel — Charcoal Iron 
2 62 45 


Se 3 SPR yk GE PP er 

2% die an wink 08 oko oe 59 | 1% and 2 Rese rere: 49 
2% and 2% in... -. OF MRE 25 cana kaes bse oe 45 
POR Sear Se SS, 8 eee 54 
. & 8.) eae 72 3 an if oats Mio ooh 57 
SF £2 eres ee ee 2 2. B. Seeeeee eee 0 
SOU Be sé isc oO hae eee ee eae ee eS ers ee Pers, 


Locomotive and steamship special charcoal grades bring 
higher prices. 

2% in. and smaller, over 18 ft., 10 per cent. net extra. 

2% in. and larger, over 22 ft., i0 per cent. net extra. 

Less than carloads will be sold at the delivered discounts 
for carloads, lowered by two points for lengths 22 ft. and 
under to destinations east of the Mississippi River; lengths 
over 22 ft., and all shipments going west of the Mississ ppi 
River must be sold f.o.b. mill at Pittsburgh basing discount, 
lowered by two points. 
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Office of HARDWARE AGE, 
Chicago, Ill., August 17, 1914. 

B UYING in hardware lines through the Central West 

has been undertaken moderately during the past 
week. The orders received would indicate that confi- 
dence has recovered from the first shock of the Euro- 
pean situation, and that buyers are impressed with the 
belief that fall demands will be good. 


Business for future delivery is being placed in fair 

. quantities, especially cutlery and guns. Ammunition 
sales are said to be slightly less than ordinary. 

Current wants are being cared for with conservative 

specifications. Money conditions are much easier. Sav- 

ings banks in Chicago have withdrawn the 60 day notice 

requirement, indicating their belief that confidence has 


been restored and withdrawals for hoarding purposes . 


will not be made to an appreciable extent. 


Prices show strong upward tendencies. It is under- 
stood that various lines imported into this country have 
been advanced 100 per cent. and that stocks of such 
goods now held in this country are small. 


Money is not yet available for building purposes in 
this city and much work is held up as a result. Re- 
tailers in Chicago handling builders’ hardware report 
a decreased demand during the week, while manufac- 


‘turers state that orders received during this period 


show an increase. 


carloads, annealed, $1.68; galvanized, 


Wire Naiits.—The market is strong at quoted prices, 
and orders are said to total a very satisfactory volume. 


We quote as follows: carloads to jobbers, $1.73 base; car- 
loads to retailers, $1.78 base; less than carloads to retailers, 
$1.88 base, all f.o.b. Chicago. 


BaRB WIRE.—Increased business over the previous 
week is reported for this product. Retailers are begin- 
ning to lay in stocks for the fall demand, which, ac- 
cording to present indications, will be quite large. 


We aucte as follows: carloads to jobbers, painted, $1.73 
base; galvanized, $2.13 base; all f.o.b. Chicago. The regular 
advance to retailers for carloads and small lots. 


FENCE WIRE.—Increased demand upon the part of 
jobbers and retailers is reported. 


We quote as follows: for fence wire, f.o.b. Chicago, job- 
bers in carloads, annealed, $1.63 ; polvanised. $2.03 ; retailers, 





than carloads, annealed, $1.78: galvanized, $2.18. Staples, 
bright, in carloads to jobbers, $1.83; galvanized, $2.23. Car. 


loads to retailers 5c. extra, with an additional advance of 





10c. for less than earloads. 


LINSEED O1L.—The schedule in effect today for 
strictly pure, old process linseed oil, f.o.b. Chicago, and 
subject to change without notice, is as follows: Car- 
loads, raw, 58c.; boiled, 59c.; 5 or more bbls., raw, 60c.; 
boiled, 61c.; less than 5 bbls, raw, 62c.; boiled, 63c. 
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Office of HARDWARE AGE, 
New York, Aug. 15, 1914. 

HE lines of buying are sharply marked between 

merchant and consumer on one side and large in- 

dividual or corporation buying on the other. In the 

steel market, lighter materials such as wire nails, fenc- 

ing and sheets, are active, while heavy materials in 

the structural and railroad lines are extremely dull. 

In articles which are imported to this country there is 

in most cases a shortage of stock and an extremely 
doubtful future. 


Goods imported from-Germany are in many instances 


advanced in price, and deliveries from stocks in this. 


country will soon cease unless German merchantmen 
can reach our ports. Exceptional advances on products 
controlled by the nations at war are.noticeable, and this 
is particularly true in pig tin and in some of the in- 
gredients used in steel making. Prices on these essen- 
tial products have bounded upward until they would 
be prohibitory were they not essential. Some of these 
prices are considered to be of the “squeeze” nature, 
those having the product knowing that it is essential 
to those who do not have it. 


There is an awakening to America’s opportunities 
to trade in foreign lands heretofore largely controlled 
by European competitors, but as yet little of a definite 
nature has been done to secure this business, develop- 
ments in our merchant marine being waited on by a 
large portion of the trade. Copper is one of the few 
items that is being forced down in price because of 
the danger to foreign shipments as well as the lack of 
demand from abroad. Many other items of hardware 
have advanced sharply in price, and it is the general 
consensus of opinion that advances have not yet 
reached the high water mark. Merchants with good 
stocks of merchandise on hand may well congratulate 
themselves, and it is certainly the time to watch ad- 
vances in the market closely, and dealers will do well 
to mark up their selling prices on goods that cannot 
be replaced at old prices. 


WINDOW GLASS.—The demand for window glass is 
somewhat improved, although it is still largely of a 
fill-in nature. Stocks are becoming somewhat de- 
pleted and certain sizes are in quite heavy demand. 

The situation in Europe is unchanged. Belgium, 
one of the principal foreign producers, is of course in 
such a condition that it will not figure in this year’s 
market. Under ordinary conditions, the American 
manufacturers of glass could easily take care of the 
entire glass business of this country, but the glass de- 
mands of South America are large and will in all like- 
lihood seek this market. It is understood that there 
is already labor agitation and possibility that a de- 
mand for higher wages will be made by employees of 
the glass manufacturers, who seem ready to take ad- 
vantage of any marked improvement in the industry 
in this country. 


Window glass is still 90-10 per cent. discount on single 
thick and 90-20 per cent. discount on double thick, from 
jobbers’ lists, with a premium on A quality because of its 
scarcity. 


WIRE NAILS.—Prices on wire nails out of store are 
still based on $1.85 per keg. Buying is fairly free, 
but manufacturers are not showing any extreme de- 
sire to take future orders. It seems to be in the air 
that prices will advance if price changes come at all. 
The market is very firm and business out of stock is 
good. 


Cut NaiLts.—The situation in this market’ shows 
little change. The cut nail market does not show the 
same. proportionate activity as does the wire nail 
market, but prices remain firm. 


Wire nails out of store are based on $1.85 per keg. 


Rope.—“You cannot say anything too tense about 
the rope market” is the way one of the leading manu- 
facturers summed up the situation. 


It is impossible for manufacturers to tell what the 
future will be. Importation in English ships is being 
largely diverted to England and the stock of hemp on 
hand in American factories is very limited. 


It is fortunate that the very heavy spring demand 
is over. Ropes largely used in harvesting the various 
crops are of course long since marketed, but there is 
always a heavy demand for rope by ship owners, who 
strengthen and replace great quantities of rigging 
before the heavy gales of autumn and winter put 
them to the test. 

This trade has not been cared for and all indica- 
tions are that premium prices will be paid unless more 
ships are free to sail the seas without danger of the 
enemy’s warships or of the home government demand- 
ing them for transports. 

Since the war began manila ropes have advanced 
2c. a pound and sisal in sympathy has also increased 
in value. American sisal ropes are made largely of 
Mexican hemp. The internal troubles of that unfor- 
tunate country have of course disturbed the industry 
and the stiff advances in gulf freight rates have fur- 
ther raised the cost of raw material. With a short- 
age of manila rope there is naturally a heavier de- 
mand for sisal. . 


The present quantity quotation on best grade manila rope 
is 13c. and on sisal 8c. These prices are for immediate 
acceptance and are very apt to further advance. 


TWINES.—The twine market has come from a de- 
cidedly sluggish condition to one of great activity. 
Russia, Holland, and India furnish most of the raw 
material and naturally the supply has suddenly been 
cut off. A decisive English victory on the seas would 
relieve the situation somewhat, but the certainty of 
higher shipping rates, of advanced marine insurance 
and of higher foreign exchange have made higher 
priced raw material a certainty. 

On August 1 the mills were heavily stocked with 
finished twines and orders were not to be had for love 
or money. To-day these stocks are being rapidly de- 
pleted and manufacturers are very busy. 


There has been a general advance of 2c. a pound on 


twines. Contracts are now limited to 30 days, where 90 
days has been common. Many buyers are ordering for 
prompt shipment. 


NAVAL STORES.—The New. York market in naval 
stores is extremely sluggish and price inducements 
fail to produce business. 

Large sales have not been made for the past two or 
three weeks and quotations are valueless. 

Spot turpentine is quoted at 46c. to 47c. gal. 

Rosins are ually slow and without feature. Common 
to good strained, on the basis of 280 Ibs. per bbl, is $3.90 
and D grade $4.10 to $4.25 per bbl. 

LINSEED O1L.—The situation in the linseed oil market 
is reported to be practically the same as the previous 
week. 


Quotations are, city brands, in 5 or more bblis., 60c., and 
single bls. at 61c. Boiled linseed oil, 62c. 


New England Association to 
Convene in February 


fee New England Hardware Dealers’ Association 

has decided to hold its annual convention and 
exhibition at Mechanic’s Building, Boston, Mass., on 
February 22-24, 1915. 









“HOMELITE” ON THE FAIR GROUNDS 


Possibilities of an Electric Exhibit at the County Fair 
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You press the button, madam. “Homelite” does the rest. 
(Extract from prominent merchant's demonstration 
talk at the county fatr) 


a fair ground exhibit.. The county fair in 

our town was the big event of the year. 
Even the Memorial Day parade and the Fourth of 
July. celebration sink.into line with the lesser 
things as I think of the way the county seat woke 
up to the county fair. 

Chickens, cows, pigs, race horses and prize jams 
mingled freely with the fakers, merry-go-rounds, 
mayors and machinery. . It was the time when our 
country friends and relatives came to town for a 
whole week and about every village boy was pulling 
hard for some boy from the farms who was an 
exhibitor. 

It was the week when we spent the money we 
had hoarded for the event. In those five or six 
days the farmers’ boys spent the proceeds of their 
little corner of the crop. It was a habit of the farm- 
ers up where I was a kid to give their boys each a 
little “‘patch”’ of land to raise what they wanted for 
fair money. Incidentally those “patches” usually 
produced about all that intensified farming could 
bring out of the ground. 

In that day the farmer’s wife hoarded her but- 
ter and egg money for the county fair and between 
the times she showed her blue or red ribbon home 


be story is going to tell one way of making 
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_ strate the difference with the “Homelite System” at the 
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By “THE ASSISTANT MANAGER” 
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Another thought to impress upon the woman who fur- 
nishes motive power. She will be interested in the 
“Homelite System” 


made jams, she spent the money—but she spent it 
on the fair grounds. 

A good friend of mine from the old home town 
recently wrote me and asked for some ideas for the 
county fair. I told him to forget display and get 
all kinds of action on selling. To show great lines 
of goods at a county fair and then to try to send 
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Your electric farm exhibit makes this possible in the 
most remote farmhouse 


people uptown to the store to buy is like trying to 
pull a cork with a penknife. There’s apt to be a 
break. : 7 

I visited some four or five county fairs last fall 
and at all of them I saw hardware displays. At 
just one of the lot I saw a hardware store pass- 
ing goods over their fair grounds counters for 
cash. The Danbury Hardware Company, Danbury, 
Conn., sells goods at the fair and they clean up a 
nice bit of profit out of it too. More hardware 
dealers would do the same thing but we go to the 
fair as a duty and display things we do not even 
hope to sell there. Let’s analyze our fair exhibits 
of the past. Have they been a business proposi- 
tion or a bit of horseplay? The Danbury Hard- 
ware Company claims that it’s the time to spring 
a sale, the occasion to start something in hard- 
ware—the opportune hour to couple up to new cus- 
tomers at pricés that will make them hunt up the 
store downtown in the future, and I guess most 
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An electric light and its sdbaasdlai over a flame light 
will appeal to the farmer who pays heavy fire insurance 


\ 





of us think that sounds like good business. 

County fair time means that the days are getting 
shorter and the nights are getting long. It means 
that lanterns, lamps and kerosene oil sales have 
. begun to hop again, and it means further that we 





The cream separator run by an unseen power. A sug- 
gestion for your fair exhibit 


are willing to meet on the halfway mark any 
manufacturer who produces lighting systems. The 
subject of this story is the “Homelite System.” 
Summed up in a few words that means homemade 
electricity for the farm or suburban home. It is 
made by the Garford Mfg. Company, of Elyria, 
Ohio. 

I saw a Homelite outfit not long ago and in an 
instant it coupled itself up to the county fair. In 
this story we are illustrating the engine and 
dynamo that makes the juice. Electric light can 
be made on the farm for about half the price peo- 
ple pay for it in the average town. Many hardware 
merchants are up against it for a fair exhibit. If 
you are, just go over these plans. They may sound 
good to you. 

First, buy an outfit; second, ask the manufac- 
turer to furnish you with a man to help sell those 
systems during your fair week. Then corner the 
fair ground committee and ask them to let you 
light their darkest building for floor space on which 
to exhibit your “electric farm.” Then go over your 
stock with a fine-tooth comb, looking for things 
that can be run by electricity. You won’t get past 
the front door until you decide that a grindstone 
can be coupled up to the evolution of Benjamin 














“Homelite” lifts the lantern from the haymow. Show 
it at the county fair 


Franklin’s kite and key. Then you are going to 
show an electric iron in action on one of those new- 
fangled ironing boards, then a cut-off saw and a 
little pile of cordwood, follow this with an elec- 
trically run cream separator and a sewing machine 
that is no longer pumped by foot power. Then a 
little feed mill from your implement department 
and a power drill for the farm blacksmith shop. 
There’s no reason why the county fair shouldn’t 
be the time and place to show the farmer’s wife 
how to run a washing machine and a wringer by 
the unseen power that is fed through a little cop- 
per wire. 

The war price of farm produce is going to let 
more than one tanned tiller of the soil think about 
buying some of the things he needs and wants. An 
electric vacuum cleaner, an electric toaster, an elec- 
tric coffee pot and a dozen other modern things are 
not at all beyond the realm of this year’s possibili- 
ties. 

An electric fan is something that is seldom seen 
on the farm, but this is a day and age where prece- 
dent doesn’t count for a tinker’s rip. Modern ma- 
chinery and modern ingenuity are things that make 
this old world move, and modern merchants are 
coupling up to the new things like airships are to 
the army. 

These things at the county fair will set any 
people talking about its live hardware dealer, and 
to the man who is there with a selling force it will 
mean cash in the till just as sure as shooting. 





Electric conveniences of ail kinds are possible 
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Your county fair plans may not be complete. 
Some merchants haven’t even started planning for 
the big county event. The unusual things elec- 
tricity can do in addition to the manifest advan- 





The farmer and the fan. You can find a dozen men who 
will take the “farmer” part in this section of your 
electric farm at the fair 
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tages of electric lights over flame lights in the hay- 
mow or in the house will set folks talking at the 
county fair. The newspaper publicity that booms 
you as a “comer,” beats the staid old ad that pro- 
claims the “has beens.” Because the progres- 
sive spirit of the Garford Mfg. Company of 
Elyria, Ohio, has put it in the foreground as a 
manufacturer of “Homelite systems” which give 
the farmers the good things that are possible to the 
man who lives in town, I’m going to ask you to 
write them for full particulars. The company will 
tell you a score of things about electricity on the 
farm that I haven’t even mentioned and it will 
agree with us that the county fair is a place to sell 
as well as a place to advertise and shake hands. 
Here’s to blue ribbon results! 


TWO SMALL WINDOWS WELL TRIMMED 


6¢¢\UR show windows are our best salesmen. We 

keep them going all the time,” writes the 
Kemp-Hibler Mercantile Co., Eldorado Springs, Mo., 
in sending pictures of two seasonable windows to 
HARDWARE AGE recently. 

Our readers who have noticed the excellent win- 
dows trimmed by this firm and reproduced in these 
pages from time to time will not doubt the above 
assertion. The show window of any firm is one of 

















A display of Coldwell lawn mowers by Kem a 
ercantile Company, Eldorado Springs, 


its best salesmen if properly cared for; and it works 
longer hours. 

The lawn mower window which is shown here- 
with is one which would be sure to attract attention 
anywhere. It demonstrates, among other things, that 
the merchant does not have to put in a hole line of 
lawn mowers to convince his trade that he has such 
goods to sell. The trim shown here is far more 
effective than if the space given to the potted plants, 
the grass or the “Coldwell Cupids” had been de- 
voted to displaying additional mowers. 

The background is a temporary arrangement of 
white mtslin and the arched grille work adds con- 
siderably to the effectiveness of the display, break- 
ing the flat effect of the untrimmed background, and 
supplying an excellent place for the display of lawn 
hose. Close observance will show that sprinklers 
and sundry lawn equipment are well displayed about 
the window. 


Luring the Angler 


Next to the real article the reproduction of vari- 
ous fish, naturally colored as they are on these lith- 
ographed window cards, will send the fishing fever 
coursing through the veins of a lover of the sport 
quicker than anything else, and the tackle window 
shown here is calculated to do the work in fine 
shape. 

In fact, window cards transform this display 

















A fishing tackle window y by core ge gf Mer- 
cantile Company, E Eldoredo"S Springs, M 


from the ordinary to the attractive. The arrange- 
ment of the goods on the floor is similar to that fol- 
lowed by most trimmers who have small windows 
to work. Seines are strung across the back of the 
window while lines and floats strung from the cor- 
ners to the center add materially to the sales pro- 
ducing qualities of the display. 


Things for a Clerk Not to Say 


“What is it?” 

“Something for you?” 

“What price?” 

“How many do you want?” 

“How much do you want to pay?” 

“Do you want something?” 

“You wouldn’t want this, would you?” 
“You don’t want this, do you?” 

“T’ll show you what we have got.” 
“This is all we have got.”—Ezchange.. 

















PUBLICITY FOR THE RETAILER 


A Business-Getting Circular—Personal Letters to Customers—Good Ads 
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500 dozen thin blown Class 


Buy Hammocks 
Now. 


aes 


$3.00 Combina ame . 

_ tion Aluminum | $1.25 Hammocks ... 95¢ === 

Cookérs, our $1.50 Hammocks . Window Screens 

cut. price ‘ --$1 1 i $1.75 Hammocks . $1.45 Hard wood a justable window 


$2.25 Hammocks . 
$2.75 Hammocks . 
$2.98 Hammocks . 
$3.75 Hammocks . 
$4.50 Hammocks . 
$5.00 Hammocks . 








One piece Folding Camp 
Broilers, special for , 
7 days, each 
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screens, 30c size, each 








Matting Fiber Suit Cases 
—very best grade we can 
buy, regular price $1.50, 


Poultry Netting—Special discount 
of 20 per cent-for 7 days. 





Blae and pase Ge Ss a- 
ter Pail, bext triple coated, 
special for 7 A Bny 4% 





$1.19 Blue and ) hg Preserve 
Kettles, white Nacd, 














| $1.35 Ovens 





i ax ‘ 

| extra fine splint, 

special for 7 | $2.45 Ovens . 
Taaye each ix ff} days ....... 50c | | $2.75 Ovens . 

ie ’ 


ESOS $1.10 || ¢d Fiber Suit Case, looks 

$1.95 | like leather — wears bet- PE. bit adweotied 1.45 
2 freee | ter, regular price $4, a7 “aaa 1.65 
~.-» $2.25 ff sale price,........ $2.95 | SOS TR ow <.aqests.aereies 1.95 


and $1.75, sale bmw 
| $1.09 and .. -.§$ 











Split Bamboo Rods—Manufactur- 
er’s sample line, finest rods ever. 
shown in Beloit, at a discount of 
33 1-3 per cent for 7 days. 
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Guaranteed Steel Rods 
$1.25 Rod with large guides . .95e 
ods 





' 
| Best strapped re-infore- 














Gray Granite Dish Pan, 14 
quart sizes, best quality gray 
special for 7 days, each. . 25¢ 


14 quart triple coated white 
lined Dish Pans, 65c values, 
for 7 days 49c 


33 4-3 per cent. 
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LAWN MOWERS — Ac we do not 
‘Vwish to carry over any Mowers, for 7 bearing 
Gays we will well at = discount of | $3.73 High Wherl Mowers .. 


Don't miss thie great chance w get a high grave Mower at a cut price. 


Jardinieres — The season for these will soon 
be here, big assortment, 50c value, 
choice for 7 mn 


84.75 Mower, 
ball 
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“THE STORE THAT CUTS THE PRICE” 
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LEACH’S NOVELTY STORE|! 


West Side 





Opposite Fountain BELOIT, WIS. 








No: 1—The circular itself goes into 5000 homes and it is also run in the form of a double-page ad in the local 
paper 


A Circular with a Catalog Page Make-Up 


No. 1 (13 in. x 154% in.). This is practically the 
entire portion of a circular of unusual merit sent us 
by Leach’s Novelty Store, Beloit, Wis. The entire 
circular is the same size as a full newspaper page 
and carries printing on both sides, affording the 
Leach store an ideal opportunity to adequately list 
and illustrate the most important lines carried. The 
circular, itself, goes into 5000 homes and it is also 
run in the form of a double-page ad in the local 
paper. Each circular is enclosed in a large size 
commercial envelope which bears the following leg- 
end: “Read the enclosed instructions and learn how 
to cut the high cost of living.” We advise a careful 
scrutiny of the make-up ideas evidenced in the re- 
production of this circular. First, note its resem- 
blance to the catalog page. The cuts have been 
given uniform treatment and as a result the circular 
has no blotchy or uneven spots that detract so much 
from the appearance of the ordinary hand-bill. The 
column arrangement has been carefully balanced so 
as to make a reading of the circular as easy as going 
over a catalog page. Good judgment is shown in 
the articles selected for presentation and it is well 
to notice that the text under each cut is both sug- 
gestive and descriptive. 
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Novel Appeal Makes Effective Ad 


No. 2 (3 cols. x 4 in.). Here’s a snappy little ad 
from the Ballantine Hardware Company, Warsaw, 
N. Y. The quick tie-up of heading and text makes 
an instant appeal that gets home to the reader be- 
fore he realizes it. The three special prices make 
an excellent lead and good judgment was evidenced 
when the writer placed the general appeal last. The 
ad is neatly arranged and is inviting in appearance. 
Our only suggestion is this: we think it would have 
given the ad a wider scope and broader appeal if 
there had been listed a few special prices on house- 
hold goods or even if these had been named in the 
last paragraph. In a letter to us, the Ballantine 
firm states that it is making use of personal letters 
to its customers. These letters are, of course, writ- 
ten individually and signed with pen. The Ballan- 
tine people believe in this form of direct advertising 
and we take pleasure in printing herewith one of a 
recent series of personal letters sent to housewives. 
It follows: 


“Dear Madam: We have recently added to our stock 
china and glassware. We have taken great pains in 
making our selections and have by far the biggest and 
best assortment of china and glassware that has ever 
been offered for sale in Warsaw. We would be very 
glad, indeed, to have you visit ‘The Annex’ and give us 
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the opportunity of showing you our assortment whether 
you wish to buy or not. If, however, you wish to buy, 
we have an idea that you can find just the article you 
want at just the price you want to pay, and we think 
you will be surprised to find what a great big bargain 
you can get for a little price. 
favored with a visit from you, and awaiting your fur- 
ther commands, we are, very truly yours, Ballantine 
Hardware Company, per W. J. Ballantine, Pres.” 





Some of the MANY REASONS Why You Should 
Buy of Us: 


Because—$7.00 will buy a 100 Tb Keg of Carter's Lead. 
Because—$2.00 will buy a Keg of 20d Nails 
Because—$5.00 will buy a Bale of Binder Twine 
Because—We have more than one thousand articles on which we have placed Green 
Tags, and all of these goods are selling at reduced prices. There is money in it for 
you. Are you taking advantage of these prices? 

STORE OPEN MONDAY AND SATURDAY EVENINGS 





Ballintine Hardware Company 


10 Main Street “THE STORES THAT DO THINGS” 15 Buffalo St. 











No, 2—The quick tie-up of heading and text makes an 
instant appeal that gets home to the reader before he 
realizes it 


‘It will be noted that the letter is short and is 
couched in an entirely different manner than the 
average form letter. Further, it will be seen that 
but one line has been touched upon and we think 
this adds greatly to the effectiveness of the letter. 
Of course, in a personal letter of this sort, there is 
always a percentage of waste, for not every reader 
will be interested in china and glassware but the 
series will eventually hit every customer and the 
cumulative effect will be helped by every letter 
even if it contains nothing of immediate interest to 
the reader. We offer a suggestion to make the letter 
broader in appeal yet one which will not impair its 
strength as a presentation of one line. Add a post- 
script to the letter which informs the reader of the 
many other good things and genuine bargains to be 
had and suggest that she visit the store even if she 
is not interested in the particular line featured by 
the letter. 
More Text Needed Here 

No. 3 (3 cols. x 6 in.). Here is another summer 
sale ad that needs more explanatory copy. It is 
the work of the Thomas & Courtright Hardware 


ICE COLD SALE ON 
WHITE MOUNTAIN 
MEFRISERATORS.... 


Regular 
Price 

$10.00 for § rte 00 
12.00 for 8.40 
2? 50 for 
26.00 for 
29,00for : 
41.00 for 


THOMAS & COURTRIGHT HARDWARE CO. 





No. 8—This is a strongly displayed ad 


Company, Fremont, Neb. The time is ripe for 
summer clean-up sales, but these sales are going 
to fall short of. expectations unless hardware deal- 
ers get down to brass tacks and tell something 


Hoping that we may be ° 
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about the goods and offer up some explanation of 
the special price. The American public loves a 
special price, but it is the most suspicious public 
in the world, and therefore a special price without 
proper introduction is extremely apt to fall short 
of making the desired impression. This is a 
strongly displayed ad, some might say it was over- 
displayed, and judged strictly perhaps it is. But 
the display is so arranged as to make it easily read 
and this is its saving grace. The refrigerator illus- 
tration is an excellent one and shows the article to 
very good advantage. The type in this ad is so 
heavy that the black rule border is not needed to 
reinforce the display. A better border would be 
two rules, 2 points in thickness and set rather far 
apart. 
Strong Presentation of Filter 

No. 4 (2 cols. x 7% in.): This ad, which comes 
to us from W. M. Strathern, Braddock, Pa., is the 
sort of presentation that convinces by the strength 
of attack. The chief points of filter construction 
are taken up at the outset and in a few sentences the 


ROBERT’S WATER FILTERS 


Are Simple, Efficient and Durable 
Simple— -_ 
being easily taken bite hea: 
apart to clean. 
Efficient— 

Makes foul water [pee 
sparkling & pure. Pic as 
Durable— ert wide 
Made of best ma- [2e@ge) 0" 3" 5B gneen 
terial and work- fii +2. qepeee “OM Rh 
Has nataral stone 
quarried in the state | 
of Missouri. Log 
Call and see them fe 
or phone us, we will a 
be pleased to install [eam 
one in your home on [7.4 
trial. 
SMALL SIZE—Capacity 3 to 10 gals. per hour.... 
MEDIUM SIZE—Capacity 7 to 15 gals. perhour.. $5.50 


LARGE SIZE—Capacity 12 to 20 gals. per hour.... $10.00 
WATER COOLERS ICE CREAM FREEZERS 


PRESERVING TIME NEEDS 
WASHING MACHINES 


WEAREVER ALUMINUM 
— —WE MAKE PROMPT DELIVERIES —— 


W. M. STRATHERN 


HARDWARE. PAINT and GLASS 
BOTH PHONES 310 Braddock Avenue 
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No. 4—In a few sentences the worth of the device is 
laid before the reader 


worth of the device is laid before the reader. The 
illustration shows the filter in use and the listed 
sizes and prices enable one to figure the style adapt- 
ed best to his individual needs. Some of the type 
in this ad is in rather poor condition, especially that 
used in the firm name and heading lines. We would 
certainly advise Mr. Strathern to take up the mat- 
ter with the newspaper with a view to improving 
the typographical appearance of his ads. 


THE WALLACE SHOCK ABSORBER COMPANY, Detroit, 
has been incorporated with $5,000 capital stock to 
manufacture shock absorbers. John E. and William J. 
Wallace and George C. McDonald are the incorporators. 




















HEET METAL DEPARTMENT 





LINING COFFIN BOXES 


Work That a Sheet Metal Worker Does Not Have to Do Frequently 
By A. F. MUELLER 
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Pattern for lining a coffin box 


come to the sheet metal shop, but there are 

few sheet metal workers of any extended ex- 
perience who have not been called upon to perform 
just such a job. In some localities it is the custom 
to line all coffin boxes and in cases where corpses are 
to be transported, particularly in inter-state trans- 
portation, they must be hermetically sealed, that is 
they must be so lined with sheet metal and soldered 
that they are absolutely air tight. The usual met- 
als used are zinc, galvanized iron, roofing tin and 
sometimes copper. In some states the statute laws 
define what is to be used. 

The sizes of these boxes vary from 11 inches wide, 
12 inches deep, and 30 inches long to 28 inches wide, 
22 inches deep and 86 inches long, inside measure- 
ments. They are made in many styles and there- 
fore the details of the linings vary. Fig. 1 is an 
isometric drawing of a box showing various details 
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Th co is a piece of work that does not frequently 


that may be met with in their construction. In the 
near end the cleats are on the outside and may be 
mitered as at A and B, or be butted as at C and D. 
In the far end the cleats are on the inside, on the 
side as at E or on the end as at F, which is the 
usual method. Cleats are also put on the ends, out- 
side, up and down but not across the ends. Some- 
times cleats as J, one or two on a side, and cleats in 
the bottom, as G and H, must be contended with. 
Those in the bottom, if not clinched with nails, 
should be removed and later replaced by nailing a 
piece of sheet metal on the ends of the cleats, that 
projects about a quarter of an inch above the cleat 
and this metal is then soldered to the sides. Or the 
cleats can be held in place by straps around them 
that are soldered to the bottom. But no. nails or 
screws must be driven through the cleat and through 
the bottom lining. 

Before beginning work it must be determined 
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what the detail is to be, between the top edges of 
the box and the lid or cover. There are two general 
methods used, the one in Fig. 8 or 9, the expensive 
method, and the one in Fig. 10. For Figs. 8 and 9 
it is necessary to place around the top of the box a 
cleat, and these two figures are vertical sections 
through a part of the top and side. The side lining 
and end lining is bent over the top of the side and 
reaches very nearly to the outer edge of the cleat, 
and is nailed about every two inches with small 
nails. The top lining is made wider than the box 
as M and gives a chance to solder on the lining. 
The lid is then fastened with screws that must pass 
through two linings and this has been condemned 
by some health boards. To overcome this objection 
the top lining can be nailed to the lid near its edge 
and the nail heads soldered or, as in Fig. 9, an 
angle piece as L is nailed to the edges of the lid and 
the top lining hooked or locked to it, a few nails 
also being driven and soldered in the middle of the 
sheet to prevent rattling and sagging. This meth- 
od, with cleats, must be used when the soldering is 
done after the box is lowered into the excavation, 
which happens when interments are temporary. 

The other method is shown in Fig. 10, and here 
about an inch of the side lining is bent at right 
angles toward the inside of the box, at the top as K. 
A few nails are driven just below the bend, which 
are soldered, or half inch strips of metal are hooked 
over the edge of K and nailed to the top edge of 
the side. The top lining is cut narrower and shorter 
than the box and rests on K where it is soldered, the 
cover being then fastened with screws. This is the 
method generally used when the boxes are prepared 
for transportation. The soldering of the top lining 
is often a task as it sags so much, net having any 
support in the middle. The sharp edge of K is ob- 
jectionable as persons not experienced are apt to cut 
their hands and should be cautioned. 

The linings for the ends are put in first, turning 
what surplus material there is at right angles, to 
form part of the bottom, and leaving material for 
a lap seam on the sides which is also turned at right 
angles and nailed. The sides are next put in, in the 
same way, nailing or tacking the bottom edges with 
nails or tacks that will not go through the wood as 
shown by the vertical section in Fig. 7. Fig. 2 
shows the method of forming the side around the 
cleat J and the pattern at this point is shown in 
Fig. 3. In the same way the ends are formed around 
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the cleats E and F, and when the top of the lining 
is bent over the edge of the box the openings caused 
by the tops of or the thickness of the cleats must 
be filled in with pieces. 

Fig. 4 shows the side, notched to go over the 
cleats G and H. The piece in Fig. 6 is fastened to 
the cleat on. each side or the piece in Fig..11 is used 
to cover the ends of the cleats before the sides are 
put in. In the latter case the piece N is cut quite 
short as shown by the dotted line in Fig. 5, which 
figure is the pattern for that part of the side at the 
cleats. 

The bottom is then made, when zinc or roofing tin 
are used, so that it will cover the nails and then all 
the lap seams are soldered. When galvanized iron 
or copper are used the side seams and the bottom 
can be seamed as in Fig. 12, which will be a good 
deal of work, or they can be blindfolded as in Fig. 
13, and then soldered. 

In soldering on the lid of a box it is often done 
in the presence of the friends and immediate rela- 
tives of the deceased and to many men this is a try- 
ing situation so that a few words upon this point 
will not be out of the way. First, get a clean shave 
and wear your better suit of clothes and have your 
shoes polished so that you will not appear different 
from the others that are present. Have your solder- 
ing irons properly drawn out and well tinned and 
a good fire in the soldering pot and do not bother 
with a gasolene firepot out of doors, but use char- 
coal, which is a fuel that you can depend on. Fix 
your acid bottle on some broad base so that it cannot 
be upset and take with you several acid brushes, 
which should be distributed in different places about 
your person, and do not forget to take file, salam- 
moniac and solder with you. Be on hand in plenty 
of time and when called on to do your work, place 
the lid on the box and tack it into place with a few 
tacks of solder, and see that you will have plenty of 
soldering surface all around. Then proceed to do 
the soldering, all the time working at top speed, 
which you can do as the job will be short, but on 
account of the tenseness of the situation will appear 
unduly long to those waiting. Be careful of such 
little accidents as cutting your finger, stumbling, 
having the handle come off a soldering iron and 
loosing control of it, getting your hands dirty and 
rubbing them across your face, etc. These are all 
insignificant incidents in every day life but at such 
a time are greatly magnified. 





GETTING FURNACE BUSINESS 


IN MIDSUMMER 


By G. D. CRAIN, Jr. 


mer is just about like selling coal to people 
who aren’t going to burn it until winter; yet, 
-while the coal dealers are all as busy as the pro- 
verbial bees in the hot months, filling the bins of 
their customers long before the leaves begin to turn, 
the average furnace man is willing to sit down and 


G mer is furnace goods or supplies in midsum- 


wait until a rush of orders along in September re- | 


minds him that furnaces are being called into use 
again. 

This is a very poor system from all standpoints. 
In the first place, the consumer often misses the 
use of his furnace, on account of necessary repairs, 
during the early part of the cold weather; and the 
furnace man, who is rushed to death at that time, 
in contrast with the preceding period of idleness, is 
unable to give each furnace the thorough attention 
which it deserves, so that each job is rushed 
- through as quickly as possible, with a minimum of 

satisfaction and profit to himself. 


How to make the most of the furnace trade dur- 
ing the summer months presents a problem which 
has been solved with excellent results by E. G. 
Heartick, of Louisville, Ky., who has been keeping 
his force busy ever since June 15 by the use of a 
plan that is novel, practicable and effective in every 
way. 

The salient points in the plan are the following: 

The attention of customers is attracted to the 
necessity of furnace overhauling in a sufficiently 
novel and impressive way to get action. 

The charge for overhauling is definitely limited 
to a very reasonable amount, payable September 1. 

A 10 per cent. discount on repairs is given dur- 
ing the three summer months, with payment due 
September 1. 

The method used of getting the attention of own- 
ers, involved sending out a mailing card which had 
as its slogan, “Have You Cleaned House? Don’t 


Continued on page 88 
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Is your stock of Storm Sash Hangers Ready for the coming season? 


Out of the Many Choose the Best 


~~? EERLESS HANGERS and FASTENERS 


(Schroeder’s Patent) 
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have many advantages over other styles 
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» Sethe can hang and remove your storm sash more easily and quickly with these 
hangers than any other on the market. Notools needed. The storm window 


can- be swung partly out for ventilation when needed and for washing windows, 
When closed and fastened they cannot be lifted nor blown off. Absolutely no rattling. 











PSHE DORE O Ne oe Se 











a Pe 


The Peerless Hanger 
Ask for Stanley’s No. 1717 





————————— 


No. 1719 OPEN 








O 




















CUT FULL SIZE 
5) Y 4 (__) STANLEY WORKS 
No. 1719 @,. 


“PEERLESS” FASTENER, 5 and 10 inches long. 
Patented. 
For locking and holding storm-sash open for ventilation. 
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: ' ee ‘¢ Write us for supply of Advertising Matter. 
( See our Box Strapping advertisement on page III. 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


Rochester Rotary Washer 


The Rochester Rotary Washer Com- 
pany, 401 Cutler Building, Rochester, 
N. Y., has introduced to the trade the 
Rochester rotary washer, which the 
company claims “beats the stones of 

















Rochester rotary washer 


Venice.” The washer is an electrically 
driven machine, by which the soapy 
water is forced back and forth through 
the meshes of the clothes, cleansing 
them more thoroughly than can be 
done in any other way. This method 
of removing the dirt cleanses without 
wear and without any injury whatso- 
ever to the fabric, and saves the ma- 
terial from damage which results from 
clothes rubbing against the hard zinc 
surface of a washboard. This washer 
entirely eliminates rubbing. 

An electric motor relieves washing 
of all the back-breaking work, and 
does this work in much less than one- 
third of the time ordinarily required. 
The clothes are placed in the cylinder 
with a sufficient amount of water and 
soap. The lid is then put on and the 
motor started by a turn of the switch. 
The cylinder into which the clothes 
have been placed begins to turn slowly 
and the clothing itself is washed 
scientifically by the suction of the hot 
suds 

This machine will handle with equal 
facility anything from the most deli- 
cate curtains to a rag carpet, and in 
five to fifteen minutes, depending on 
their .condition, the clothes will be 
clean. After the clothes have been 
washed and rung out a fresh supply 
may be put into the washer and the 
operation repeated. 

The washer consists of a wooden 
cylinder hung in a galvanized iron 


tank. The clothing is placed in the 


cylinder and never comes in contact 
with the tank or any rustable metal. 
The cylinder is supplied with small 
openings which admit the water to the 
clothes, and the rotation of the cylin- 
der forces the clothes under .and 
through the water without wearing 
against any surface. 


Patented wooden wings at the ends 
of the cylinder prevent the clothes 
from packing and permit the water to 
surge through them freely during the 
entire process. The wringer is equipped 
with rolls 11 inches long, enclosed 
gears, ball bearings and a five years’ 
guarantee. Reversible wringers or 
wringers operating only in one direc- 
tion can be furnished. 

The electric motor is attached to a 
shelf supported by two bars clamped 
to the legs on one side of the machine. 
This motor is connected to a drive 
pulley on the gear ¢ase by a round 
belt. When this belt becomes loose, 
the slack may be taken out by unfas- 
tening the thumb screws holding the 
supports of the shelf to the legs, thus 
allowing the shelf to drop sufficiently 
to take up the slack. 


The electric motor is enclosed, so 
that water spilled by accident cannot 
injure it. After use, the water may 
be drained off through the faucet lo- 
cated at the bottom of tank. This 
faucet may be connected with the 
drain so that it is not necessary to 
handle the soiled water at all. The 
cylinder can be easily removed for 
cleaning. 

The washer, electric motor and the 
wringer are all covered by guarantees 
against defect of workmanship and 
material, and has been tested and ap- 
proved by the Good Housekeeping In- 
stitute. | 


“Red Devil” Stripping Plier 


The Smith & Heminway Company, 
Inc., 150-152 Chambers street, New 
York City, has added a new wire 
stripping plier to its “Red Devil” 


. family. This is for use on cloth or 


silk-covered wires of fine gauge such 
as Numbers 18, 20 and 22. 

The new stripping plier is modeled 
along the lines of the popular elec- 
trician’s diagonal plier and the strip- 











New “Red Devil” stripping plier 


ping feature has been placed in the 
cutting edges in such a position as 
not to interfere with wire cutting. 
The new tool, known as No. 1742, 
has hand-honed cutting and stripping 
edges and is packed with the regular 
two years’ insurance bond that accom- 
panies all “Red Devil Bonded” tools. 
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Gun for Shooting Life Lines 


For quick action the life line gun, 
.44 caliber, made by the Remington- 
Union Metallic Cartridge Company, 
299 Broadway, New York City, and 
now in use by the New York Fire De- 





Fireman operating a Remington .44 cali- 
ber gun for shooting life lines 
partment, is an efficient aid in life 
saving, along with scaling and exten- 

sion ladders, life nets, etc. 

Fire departments are constantly 
adopting original and improved types 
of life saving apparatus to supple- 


' ment fire fighting devices. The first 


few minutes and even seconds at many 
fires often means life or death, accord- 
ing to the rapidity with which res- 
cuers promptly and efficiently use life 
saving equipment. 
The Remington .44 caliber gun is 
fitted with a plug or harpoon. This 
plug with line attached can be thrown 
into a window several stories from 
the ground or over the roof of a build- 
ing. A very light carrier line is used 
to which is attached a heavier line 
capable of carrying heavy weight. 


THE BELMONT STAMPING AND 
ENAMELING COMPANY, New Philadel- 
phia, Ohio, is building an addition to 
its plant, 192 x 211 feet, 
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Every sliding door R-W Hung 


There is a place in every building for R-W door hangers. 

In the home, whether cottage or mansion; the barn; the garage, 
private or public; the school, the church, the factory. There are busi- 
ness possibilities everywhere. 

But to hold this trade, to be sure of getting it all, you must be 
prepared to furnish a hanger for any door that slides. 

The R-W dealer only has this advantage. And in addition to the 
complete R-W Line he has the R-W advertising-selling Service which 
insures a complete sale from the Richards-Wilcox factories to dealer 





to user. 
A Hanger ; | : 
for Any ar ri co A place in 
Door that every home 


Slides *“ MANUFACTURING Co. =) for sliding doors 
fa AURORAILUSA. [| re 








84 


Simonds “Blue Ribbon” No- 
Set Hand Saw 


The Simonds’s No. 51 “Blue Ribbon” 
no-set hand saw, made by the Simonds 
Mfg. Company, Fitchburg, Mass., and 
40 Murray street, New York City, is 
an innovation of a type designed es- 
pecially for fine finishing and made 
only in 26-inch blade and 10 point. 

This saw does not require setting 
and cuts smooth, free and easily any 
kind of dry wood. It is made of 
Simond’s special crucible steel, has a 
straight back and can readily be kept 
keen and sharp because of the excep- 
tionally fine quality of the material 
from which it is made. The tooth edge 
is No. 19 wire gauge, with a moderate 
receding taper for % of an inch when 
it tapers gradually to No. 25 wire 
gauge at the back. 

It is offered as a fast cutting, true 
running saw for fine woodworkers’ 
use particularly for cabinet and pat- 
tern making or interior finish. The 
apple wood handle has a large hand 
hole, is carved and polished and the 
saw held rigidly by four brass screws. 

The retail price, $3.00 each, is 
etched permanently in blue on the 
blade, together with the legend “Do 
not set; correct filing is essential.” 


Patent Shank for Knives 


The Geo. W. Gould Knife Mfg. 
Company, of 729 Washington street, 
Lynh, Mass., has just brought out a 
new patent shank for shoe and hard- 
ware knives. The shank is split V- 
shaped about one inch from the heel 
of the blade and spread securely into 
the wood of the handle. 

This ‘secures the blade firmly in 
place and prevents it pulling out or 
splitting the handle or working side- 
ways. 

There is a slight spread of the 


The break in the handle shows where the 
V-shaped split in the shank fastens 
securely in the handle 
blade both at the cutting edge and 
back where it joins the ferrule, and 
these points are held secure against 
the ferrule by the V-shaped improve- 
ment in the shank. The common an- 
, Moyance of loose ferrule is prevented 
in this way. The blade is made of a 
good quality of steel, specially adapted 

to heavy work in hard leathers. 
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Simonds No. 51 “Blue Ribbon” No-Set hand saw 


Wagner Calf Weaner 


The Imperial Bit & Snap Com- 
pany, Racine, Wis., manufacturer of 
a complete line of harness hardware 
and hardware specialties, has put on 
the market the Wagner “Kant-Suk” 
calf and cow weaner. The company 





Wagner calf weaner 


claims that it is a perfectly humane 
and effective device that is easily ap- 
plied and sells the entire year. 

The hinge construction of this ar- 
ticle allows the calf and cow to graze 
in the same pasture, yet effectively 
prevents sucking. 


Dumore Motors 


The Wisconsin Electric Company, 
Racine, Wis., is featuring among its 
Dumore fractional h. p. universal mo- 
tors which are small, compact and 
light, type A and type C. 

Type A is guaranteed to develop 
1/25 h. p. and is finished in black 
enamel. It is suitable for jewelers, 
dentists, or anyone doing small light 
work. This motor is also finished in 
nickel and is known as type B. 

Type C develops 1/12 h. p., is very 
efficient and can be applied in various 
ways by dentists, opticians, hotels, 
restaurants, etc. The finish is black 
enamel. It is equipped with rheostat 
which gives any desired speed. Other 
models are type D and type E. 

Type D will develop % h. p.; it is 
finished in black enamel and equipped 











Dumore motor, type A 











Dumore motor, type C 





with emery wheel and buffer, and 
with rheostat giving any desired 
speed. It is particularly valuable for 
polishing silverware. 

Type E is the same as type D, ex- 
cept that it is finished in white enamel 
with gold striping. These two ma- 
chines are especially adapted for use 
in dental laboratories, hospitals, hotels 
and restaurants, etc. 

The motors operate on either A.C. 
or D.C. 

The armature shafts are ground on 
Norton grinders to within .00025 of 
an inch. 

The armatures and pulleys are 
dynamically balanced thereby elimi- 
nating all strain on bearings and re- 
ducing the vibration to a minimum. 

The commutator after being as- 
sembled is submitted to pressure of 
24,000 pounds, thereby giving solidity 
which insures a smooth running com- 
mutator and gives no chance for seg- 
ments to loosen up. 

The air gap between the field and 
the armature is only .012. 


Victor Weed Digger 


An entirely new idea in weed dig- 
gers is the handy little device made by 
the Victor Specialty Company, Canton, 
Ohio. 

It is claimed that with this tool one 
can clean dandelions, plantains, Rus- 
sian thistle, and other noxious weeds 
from the lawn without disturbing the 
sod. 

The digger itself is stamped from 
one piece of steel, shaped and formed 
to give great strength, with light 








Victor weed digger 


weight. An oiled finished turned wood 
handle is fitted to each tool. A sample 
will be sent any dealer asking for it. 


THE St. Louis SCREw COMPANY, 
St. Louis, Mo., has started to erect 
shops; several steel construction build- 
ings will probably be completed by 
Oct. 1; total investment, including 
11% acres, $380,000; later the screw 
plant will be moved to the new tract ~ 
and will occupy buildings to cost 
$200,000. 


THE WINGER, BLUME MANUFACTUR- 
ING COMPANY, Wolcott, Ind., manu- 
facturer of King Power Washers, is 
building an addition to its factory, 
42 x 60 feet, demanded by the increase 
in business. 


THE NEW HAVEN SCREW COMPANY, 
New Haven, Conn., small hardware, 
has been incorporated; $100,000; by 
Lewis S. Richardson, Fred A. Bartlett, 
Pierpont Foster. 
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Double your pleasures of being in business 
by owning an equipment of Warren Hardware 


: Fixtures. 

: Warren Fixtures are built on the Sectional 
Interchangeable Unit System; they are dust, dirt 

‘ and moisture proof. 

i The ability of these widely known fixtures 


to properly and systematically show hardware to 
the best advantage is too well known to require 
further comment. 








Our designing department is very complete 
and at the command of all merchants who antici- 
: : pate the purchase of new fixtures. 


Send to-day for Standard Catalog No. 215 
and for Economical Catalog No. 65. 


J. D. WARREN MFG. CO. 
| 503 Masonic Temple, Chicago 


The Originators of Sectional Hardware Fixtures and the largest manufacturers 
of hardware fixtures in the world. 
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Modern Door Check 


The Modern Door Check Co., 134 
South Clinton street, Chicago, IIL, 
has just placed a new door check on 
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Modern door check 


the market, the constructive features 
of which are clearly shown in the ac- 
companying’_ sectional __illustration. 
For explanatory purposes the com- 
ponent parts have been keyed. No. 1 
in the main shaft; 2, phosphor bronze 
bearing on the cams; 3, fifteen-coil 
Torson type flat wire spring; 4, extra 
feed chamber; 5, liquid chamber; 6, 
spring winder; 7, lower cam; 8, shaft; 
9, packing; 10, compression spring; 
11, piston ring; 12, piston ring re- 
tainer. The two outstanding features 
are the Torson type of spring on 
which the strain is equally divided 
under all conditions thereby minimiz- 
ing the possibility of breakage, and 
the vertical liquid chamber which is 
kept constantly full by the extra feed 
chamber provided to prevent the door 
jerking or pounding. 

The check is also securely packed 
to prevent leakage, and the automatic 
take-up and phosphor bronze bear- 
iggs are additional improvements in 
its strength and constructive simpli- 
city. The shaft is supported at the 
top and bottom and in the center as- 
suring perfect alignment. The phos- 
phor bronze bearing on the cams car- 
ries the load when the door is 
checked. In this connection the wear 
is taken up by the spring having a 
lifting tension, the lower cam being 
pinned to the shaft, and the spring 
winder keyed to the shaft, assuring 
the bearings pulling together. This 
prevents jerking or pounding and 
the door is always controlled smooth- 
ly from the time of release until 
closed. When the turnbuckle arm is 
lengthened it will allow the main arm 
to extend beyond right angles and the 
liquid release becomes operative and 
gives full spring strength just at the 
closing point and snaps the latch. 
The piston ring retainer automatically 
takes up any wear that may develop 
‘on the piston rod. The provision 
made for packing is a feature es- 


pecially adopted for the prevention 
of leakage during transportation. 

The illustration will show the pack- 
ing far above the liquid, so that when 
the check is on the door there is no 
possibility of the liquid coming in con- 
tact with the packing. The door 
checks are made in three sizes, hand- 
somely finished in gold bronze. They 
are also supplied with reversible cor- 
ner, hanging, or flush brackets. The 
company has issued literature fully 
describing “Modern” door checks in 
which is contained a two-year guar- 
antee. 


“Sterling” Power Washer 


The Superior Machine Company, 
successor to the Superior Mfg. Com- 
pany, Sterling, Ill., has recently added 
another new washing machine to its 
line. This machine is of steel frame 
construction, is equipped with full 
length folding basket racks, four po- 
sition wringers with large reversible 
waterboards, and detachable - white 
cedar tubs of extra large size. It can 
be operated either by gasoline engine 
or electric power. 

The company claim that nothing but 
the best material is used throughout 
on the machine, and all steel parts and 
castings are made up on dies and jigs, 
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washer 


The “Sterling” nower 


making them uniform and _inter- 
changeable. Unlike the “Success 
washer,” made by this concern, the 
“Sterling” is a flat disc type with os- 
cillating tub, and has proven popular 
with the housewife. who prefers this 
type of machine to the peg type 
variety. 

To the purchaser of the “Sterling 
washer” there is given a guarantee 
that the machine will prove satisfac- 
tory if directions are followed. 


A Little Verse for the Day 


O every man there openeth 

A way, and ways, and a way, 
And the high soul climbs the high way 
And the low soul gropes the low; 
And in between, on the misty flats, 
The rest drift to and fro. 
But to every man there openeth 
A high way and a low, 
And every man decideth 
The way his soul shall go. 


—John Oxenham. 
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Walden Special 
Wrenches 


The Walden Mfg. Co., Worcester, 
Mass., is introducing three excep- 


SE pe FOR REVERSE AND Brake 
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WaLoen «Worcester Par.taw -1909- 








Walden Reversible Ford wrench 


tionally serviceable wrenches for 
use on the Ford car. : 

The 1620 triple socket wrench is 
an original design which has been 
redesigned to increase the scope 
and usefulness of the tool. The 





Walden 1620 triple socket wrench 


double socket on one end makes a 
perfect offset handle wrench, sizes 
being 14-inch and %-inch hexagon. 
The double socket forms a T-handle 
for using the single socket. The %- 
inch socket fits both the cylinder 
head bolts and the rear axle nuts. 
The 14-inch socket is turned down 
especially to give proper clearance 
to: fit bolts or rear axle housing, 
which is a difficult place to use any- 
thing but a special wrench. Retails 
for 50 cents each. 

This company claims for its re- 
versible Ford-wrench, that it was 
the first wrench ever offered for 
use on brake and reverse bands. It 
is designed with a knowledge of 
clearance around the nuts, and the 
peculiar shape of the handle is to 


allow for full working space. The 
retail price is 50 cents each. 
The Walden connecting rod 


wrench for the Ford car is an orig- 
inal design. It will fit any con- 
necting rod in practically any posi- 
tion, without removing the engine 
from the car, and the manufacturer 








ROD WRENCH 


<> WALDEN — WORCESTER 


Walden connecting rod wrench for Ford 
car 


claims that it is the only wrench 
on the market which will accom- 
plish this purpose. Retails for 50 
cents each. 


JOSEPH Kopcsay, South Bend, In- 
diana, has disposed of his business to 
Fred Hahn & Co. Mr. Kopcsay was 
the manufacturer of lawn and garden 
sprinklers, spray nozzles, etc. He 
has decided to retire from active busi- 
ness. 
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i ‘ The Guarantee of Excellence : 
on Files 
= FATHER AND SON 
We 
der e * oo * 
ts Point with Pride to the Brand of Files 
ne They Use 
ile 
re Time changes many things, but the skilled workman 
ne passes along his preference for the tool that has 
5 always given honest value and perfect satisfaction. 
* 
J ILES 
s NICHOLSON F 
on More Sales—More Service—More Satisfaction 
, The Nicholson standard of excellence for highest 
grade files, established over half a century ago, is 
» just as rigidly maintained today as in the past. 
’ | - One chooses Nicholson Files with perfect confidence. 
nch YOUR JOBBER CAN SUPPLY ‘‘NICHOLSON”’ BRAND 
"50 
“FILE FILOSOPHY’’— A 50 years’ education on files 
in- in an hour, and our Catalog, sent FREE on request 
3 to 
den NICHOLSON FILE COMPANY, PROVIDENCE,R.I. || 
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Getting Furnace Business in Mid- 
Summer 
BY G. D. CRAIN, JR. 
Continued from page 80 


forget the basement!” The card called the atten- 
tion of the householder to the necessity of having 
the furnace given attention. “Do not miss this 
opportunity to make good right now,” it was stated, 
“for it is better to be safe than sorry. Neglect 
means decay and that means your loss of dollars.” 

The return card was arranged in the form of a 
ballot, with squares under “You Win” and “You 
Lose.” The recipient of the card had merely to 
check one of these and drop the card in the box 
in order to give Mr. Heartick all the information, 








HAVE YOU CLEANED HOUSE? 
Den’t Forget the Basement! 








Ete 


E. G. HEARTICK 
EXPERT REPAIR MAN 


Ceti ae ied 


Dear Sir :— 


You have been selected to act as judge and Solve 
this Problem. 


Please read all the conditions on the other side of 
this card and give % your best consideration. Then vote 
your wise judgment by marking under the words, You win 
or You lose. A word to the wise is sufficient! 


On your decision depends my future business suc- 
eess and your opportunity to save some money. 


Do not miss this opportunity to make good right 
now, for it is better to be safe than to be sorry. Neglect 
means decay and that means your loss of Dollars. Read 
carefully and then vote. Do it now, for it is more impor- 
tant than you think. Vote to Wim and we both win; Vote 
to Lose and we both lose. After voting, refold card show- 
ing stamped side uncanceled. 


We put them in old and new houses. 
Yours for the New Way, 











Card sent out by E. G. Heartick of Louisville, Ky. to 
bring in furnace business in the dull season 


as the reverse of the return card was the face of 
the original mailing card, containing the addres- 
see’s name. 

The fact that the customer was not called on to 
pay the bill for the work until September 1, about 
the time when the furnace would be in use again, 
was a big talking point, while the discount on re- 
pair work, with the delayed payment, also appealed. 
As a matter of fact, this was borrowing some of the 
thunder of the coalmen, referred to before, as most 
of the summer bin-filling business calls for billing 
early in the fall. It seems to be contrary to human 
nature to pay for anything before it is to be used. 

The charge made for overhauling warm-air fur- 
naces in residences was fixed at $2, and for hot 
water and steam plants in residences $3. This is 
a very reasonable charge, and in fact Mr. Heartick 
admitted that, considering the cost of getting the 
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business, the price did not carry much profit. The 
real benefit of getting the business, aside from 
keeping the force employed and the men busy at a 
time when lay-offs would ordinarily be the rule, lay 
in the fact that these overhauling jobs almost in- 
variably turned up a lot of repair work, which made 
the bill one of respectable proportions and satis- 
factory profits. 

The overhauling work on furnace jobs included 
removing smoke pipe, oiling and cleaning it, clean- 
ing the furnace and then returning in September 
to replace the smoke-pipe. The furnace man re- 
ported to the customer the exact condition of the 
heating plant, and it was then up to the owner to 
decide whether to make the repairs which were in- 
dicated as being necessary, though there was usu- 
ally no trouble on this score. 





Here is the Problem 
FOR YOU TO SOLVE 


T this time of the Year it is good policy to examine 
your furnace for the coming Winter. You should 
take down smoke pipe and keep it down until cold weather. 
The smoke pipe and the Furnace will rust and decay in the 
summer months if it is left commected to the Chimney. 
If you vote right we will send our experts to your 
residence and Remove the Smoke pipe, oil and clean 
same and clean the furnace, and replace smoke pipe in 
September, which will save them both from rust and decay 
through the summer months. We report to you after an 
expert examination of your heating plant, the exact condition 
of same. Remember, you get this examination free with 
the removal of pipe, oiling and cleaning of furnace. 
Warm air heating residence plants - $2.00, payable Sept. Ist 
Hot water and steam residence plants, 3.00, ‘“‘ ‘* *“ 


If you have no furnace your neighbor will appreciate this 
card, 





Very truly yours, 
E. G. HEARTICK, 
915 E. Broadway, Louisville, Ky. 


SPECIAL: 10% olf on repairs for and ble ist 
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Return card used by Mr. Heartick in his campaign 
for furnace business in the warm weather 


“In one case,” said Mr. Heartick recently, “an 
overhauling job showed repairs of a rather exten- 
sive nature to be necessary, our bill for this work 
totaling $37. Wet get repair work out of more 
than 50 per cent. of the jobs we handle, and thus 
make it a paying proposition. In any event, how- 
ever, it would keep our men busy and help pay ex- 
penses during the dull season.” 

In addition to having the names of all the own- 
ers who had installed his own furnaces, Mr. Hear- 
tick made up a mailing-list covering the section of 
the city where furnaces are in general use. 

The first “edition,” of 3000 cards, produced 100 
orders, and later on 1000 more went into the mails, 
making almost as good returns. While the per- 
centage of returns was comparatively small, the 
total volume of business was amply sufficient to 
justify the expenditure. 
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= No.51 Blue Ribbon No-Set Hand Saw = 

= This saw cuts absolutely smooth. Cuts free = 

= and easy. Keen and sharp. It will cut any = 

= kind of dry wood. It is essentially a fine finish- = 

= ing saw and besides is a fast cutting, true run- = 

= ning saw for almost any kind of work. = 

= Packed individually. List price, 26", 10 point, = 

= $36.00 per dozen. | = 
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MOTOR ACCESSORIES AND SUPPLIES 





Implement and Vehicle Journal, Dallas, Texas. 


THE PARTING OF THE WAYS 





The illustration above shows clearly the problem confronting every business man. On one hard is the horse and 
wagon delivery system, with its limited territory and ever-increasing cost of hay, grain and horseflesh. On the 
other, the motor truck with its facilities for increasing the territory from two to three times its former size, 
ability to deliver at a lower cost per delivery, and an advertising advantage that is only limited by the owner’s 


ingenuity. Which way is the most profitable? 


DITOR’S NOTE.—The Clifton 
Hardware Company, of Eufaula, 
Alabama, have written HARDWARE 
AGE telling some of the difficulties 
they have to overcome in handling 
automobile accessories. Copies of 
their letter, which is herewith repro- 
duced, were sent to the leading acces- 
sory manufacturers of America, and 
the replies make interesting reading 
for the dealer who sells supplies to 
the motorist. 
July 17, 1914. 
Editor HARDWARE AGE. 

Dear Sir: 

Referring to article “Why hard- 
ware trade is natural distributor” for 
motor goods, in the issue of July 2, 
we would ask for a suggestion from 
you; but first will state our reason. 

We decided at the beginning of 
1914 that the logical time had arrived 
for us to begin handling general auto- 
mobile accessories and forthwith be- 
‘can laying in a stock. 

Our sales began at first and have 
continued all along very satisfactory 
with exception that we have had to 
reduce our prices on a number of ar- 
ticles lately, and the prospects are 
that we will be compelled to reduce 
practiéally everything to where there 
will not be enough profit left to war- 
rant our continuing in the business. 

The consuming trade has been 
flooded with rag-paper catalogs and 
folders from automobile accessory 
mail order concerns from all over the 
country, and we are expected by our 
trade to meet these prices. — 

. Some of the prices we have had 
quoted us to-day from customers are 


carbon scrapers 28 cents set, tire 
covers 32 x 3%, 75 cents each, Cham- 
pion % standard spark plugs 35 
cents each and still others. 

We also have customers quote us 
prices at which they are ordering 
standard makes of automobile tires 
and tubes, and they are getting the 
regular dealer’s discounts. If the 
hardware trade ever becomes the dis- 
tributors of this line, they will have 
to be protected by the manufacturers 
better than they are now. 

We suppose the rush into the auto- 
mobile accessory business has been 
something of a craze, like a rush to 
a gold field, and it will take some time 
for conditions to settle down to a 
natural state and become a sane busi- 
ness. 

When this rush is over then pos- 
sibly the hardware trade will be the 
distributors and prices will be better 
regulated, but until then we are at a 
loss to know what to do, and would 
like a few suggestions from you. 

Yours very truly, 
CLIFTON HARDWARE Co., 
[Signed] W. Alton Clifton. 


Butterfield & Co., Ince., 
Derby Line, Vt. 


August 11, 1914. 
HARDWARE AGE. 

Gentlemen : 

We are in receipt of your favor of 
August 1, enclosing a copy of a letter 
from the Clifton Hardware Company, 
Eufaula, Ala., and asking us to as- 
sist you in replying to same. 

Now, we do not know as we exactly 
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Ever notice how people patronize the progressive merchant? 


understand what you require from us. 
We should say, however, from what 
experience we have had in the auto- 
mobile supply business that it is at 
present something of a craze and that 
it will eventually evolve itself into a 
legitimate business. As far as we are 
personally concerned, we do not man- 
ufacture anything of a cheap nature 
and, as a matter of fact, we make 
only a half dozen assortments of 
screw plates for auto repair work 
and we do not go to the consumer 
direct for business, but cater to the 
jobbing trade and dealers. Our goods 
command a ready sale through these 
means and prices are held at a rea- 
sonable figure and allow a good profit 
to the retailer. We know from our 
experience that it is a growing busi- 
ness, but we have no means of judg- 
ing to what extent the cheap “catch 
penny” articles are being sold, as we 
do not come into contact with this 
class of trade. 

It has been our policy ever since 
we started in business, thirty-five 
years ago, to protect the dealer, as 
we realize that it is through the 
dealer that we get the best results. 
They and their representatives are 
constantly on the ground, whereas we 
could not cover it from our factory 
as satisfactorily or anywhere near as 
economically. In other words, we be- 
lieve in the middleman and protect him 
to the best of our ability. 

Trusting that we have answered 
your question to the best of our abil- 
ity, we remain, 

Yours very truly, 
BUTTERFIELD & Co., INC., 


[Signed] F. S. Laythe. 
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Two Useful Articles 


That Motorists will Appreciate 














FOR THE FORD OWNER. The Gar- 
ford Ford Battery Holder mounts at the 


end of the gasoline tank under the front 


seat; holds four No. 6 ignitor cells; makes — 


automatic connections between the cells 
when the top is clamped in place; provides 
two Fahnestock spring clips for outside 
wires; prevents current leakage by separ- 
ating the cells; and eliminates all defects 
through vibration and severe jolts. Price 
(less the dry batteries) 95c. 


FOR THE MOTORCYCLIST. The 
Elyria Dean Battery Case can be fastened 
in any convenient position; holds two cells 
of No. | flashlight batteries for furnishing 
current to operate the Maxo II horn; over- 
comes the possibility of wrong connec- 
tions; and is neat, compact, and reliable. 
It sells for $1.45 (less the dry batteries). 


Write at once for terms. 








The Garford Manufacturing Co. 


100 Olive Street, Elyria, Ohio, U.S.A. 





BRANCH The Garford Mfg. Co. Kansas City, Mo. 
DISTRIBUTERS 
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C. A. Shaler Company, 
Waupun, Wis. 
August 10, 1914. 
HARDWARE AGE. 

Gentlemen : 

We have yours of August 3 with 
copy of letter from the Clifton Hard- 
ware Company, and in reply will say 
that our stand in relation to Shaler 
vulcanizers has always been to main- 
tain resale prices both to the con- 
sumer and to the dealer. We believe 
in this principle for the marketing of 
not only our own goods, but for the 
marketing of all patented specialties. 

We have put a great deal of study 
on this matter and believe that the 
cut price theory is economically 
wrong. However, the present status 
of the laws affecting manufacturing 
and merchandising and the recent de- 
cision of the Supreme Court make it 
very difficult indeed, and, in fact, al- 
most impossible for any manufacturer 
to sell customers with any assurance 
that resale prices would be main- 
tained. In other words, we are 
heartily in sympathy with the Clif- 
ton Hardware Company in this mat- 
ter, and are very much interested in 
learning the results of your corre- 
spondence regarding this matter. 

Very truly yours, 
C. A. SHALER Co., 
[Signed ] Robert B. Dunlap. 
Rajah Auto Supply Com- 
pany, Inc., Bloomfield, N. J. 
August 10, 1914. 
Editor HARDWARE AGE. 

Dear Sir: 

Complying with your request of the 
3d inst., to answer question raised 
by the Clifton Hardware Company, 
would state we believe it is due only 
to lack of experience in handling auto- 
mobilie accessories that has shaken 
their confidence in this line. 

Automobile accessories are being 
exploited through the mails more 
than any other commodity. The 
principal reason for this is due to 
the fact that both advertisers and 
mail order houses are able to get a 
positive line on the consumers owing 
to the registration of automobiles in 
the various states. 

In support of this statement we 
would cite the experience of an officer 
of this company who owns three motor 
cars, each being registered under a 
different number. 

In the spring, when mail order 
houses generally issue their catalogs, 
his mail is literally swamped with 
these catalogs, and there are always 
three copies of each. No doubt the 
Clifton Hardware Company, who we 
note has but recently taken on ac- 
cessories, has kept a close watch on 
the competition covering this line, 
and has become unduly exercised over 
the number of catalogs brought to 
their attention. Surely they are mer- 
chants enough to realize that mail 
order houses make a leader of a few 
standard articles in order to secure 


the customer’s order that will include 


other articles where they can unload 
a lot of junk and imitations. 
The same conditions hold true on 


‘regular hardware lines, only to a 


lesser degree, as hardware consumers 
are not deluged with cut rate catalogs 
as are automobilists. 

The Clifton Hardware Company 
should educate its trade that it is 
handling only a standard line of ac- 
cessories which it can guarantee, and 
is not endeavoring to secure profit on 
the sale of unreliable goods. 

No doubt other manufacturers will 
reply to your letter in full which is 
our reason for laying stress on the 
above. 

In reply to the question of manu- 
facturers protecting the trade better 
than they are now doing, would state 
that we believe most of the legitimate 
automobile accessory manufacturers 
are affording all the protection in 
their power and in support of this we 
would call your attention to the large 
number of restraining orders that 
have been issued by the courts in the 
past few years covering this line. We 
do not believe the hardware trade 
can show such a large number of re- 
strictions as have been made on auto- 
mobile accessories. 

In closing would state that we are 
glad to have had an opportunity of 
expressing our views covering this 
matter, and hope that the Clifton 
Hardware Company’s questions will 
result in further correspondence with 
the hardware trade, as we believe 
there are a number of matters con- 
cerning automobile accessories, that 
the hardware trade as a whole are 
not fully posted on. 

Yours very truly, 
RAJAH AUTO SUPPLY Co., 
[Signed] G. Flynn. 


Splitdorf Electrical Com- 
pany, Newark, N. J. 


August 12, 1914. 
HARDWARE AGE. 

Gentlemen : 

Reply to your favor of August 4 
has been delayed, due to the absence 
of the writer from the office for the 
past few days. 

With reference to the inquiry re- 
ceived by you from the Clifton Hard- 
ware Company, Eufaula, Ala., we 
would state that we will be very glad 
to have you incorporate in your reply, 
the fact, that the Splitdorf Electrical 
Company has been, and always will 
be found on the side of manufactur- 
ers who are making strong fight to 
uphold established list prices, and 
will do all in their power to prevent 
their line getting into the hands of 
price cutters. 

Your publication dealing with the 
hardware men, who, in many cases 
are the logical distributors for acces- 
sory parts, has a splendid opportunity 
to back up the manufacturers and 
jobbers who are striving to maintain 
list prices, and we have no doubt but 
what you will handle the matter in 
such a way as to secure the co-opera- 
tion of all of your readers in main- 
taining legitimate list prices. 

We thank you for calling this mat- 
ter to our attention, and with best 
wishes for your continued success, we 


are, Very truly yours, 
SPLITDORF ELECTRICAL COMPANY, 
[Signed ] D. R. Walls, 


Advertising Manager. 


Hardware Age 


Hoyt Electrical Instrument 
Works, Penacook, N. H. 


August 5, 1914. 
HARDWARE AGE. 

Gentlemen: 

We have your esteemed favor of 
the 3d, enclosing copy of letter of 
Clifton Hardware Company, asking 
us what reply we would make to such 
a letter. 

It might not be diplomacy to tell 
them so, but nevertheless the condition 
they describe is one that the jobbers 
themselves are largely responsible for 
and no improvement can be looked 
for until there is a change of attitude 
on the part of the jobber. 

The averaging purchasing agent 
considers nothing but price and will 
spar for price, using every means 
at his disposal to beat the manufac- 
turer down below the established 
price, which he knows the other job- 
bers are getting. The result of this 
is that the manufacturer who main- 
tains an equitable price for all, loses 
out to the cut-rate manufacturer who 
considers price before quality. Thus 
the jobber encourages and assists the 
very manufacturer who supplies the 
cut-rate houses. 

The jobber knows full well that the 
manufacturer is liable to cut his 
prices still further to the jobber’s 
competitor across the street and he 
knows that the very articles he is 
selling are listed in the cut-rate sup- 
ply catalogue at less money than his 
established price to the dealer. Nev- 
ertheless, he has got a better price out 
of the manufacturer than was origi- 
nally quoted and so he is satisfied. 

Just as long as the jobber persists 
in patronizing free-lance manufac- 
turers, by which we mean manufac- 
turers who do not conform to any 
established schedule of prices, just so 
long will they assist in maintaining 
cut-rate houses, and just so long will 
they be up against the conditions de- 
scribed by the Clifton Hardware Com- 


pany. 


[Signed ] 


Yours truly, 


Hoyt ELECTRICAL 
INSTRUMENT WORKS. 


A. R. Mosler & Co., New 
York 


August 5, 1914. 


Editor HARDWARE AGE. 

Dear Sir: 

I acknowledge with interest your 
favor of August 3 with letter from 
the Clifton Hardware Company of 
Eufala, Ala., and note what they say 
as well as your comments. 

In answer thereto, I must first take 
the proposition from your point of 
view, and as a publication, I think, in 
your editorial pages it would only be 
justifiable for you to advocate that 
the legitimate place for the automo- 
bile sundries and automobile parts 
which are machine parts legitimately 
to be found in the hardware store— 
hardware parts should be found 
where they are supposed to be lo- 
cated, just the same as in our tool 
room of our factory we will find 
located the tools used in our different 
machines and in our different work. 
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Now, if we did not follow a certain 
system and compel our employees to 
locate our material in our tool room, 
we would find them lying all around 
the factory. Just the same, this ap- 
plies to the hardware dealer and 
hardware jobber. 

They have associations, very strong 
organizations—organizations which 
are the best in the trade. Why do 
they not approach the automobile 
manufacturers and distributors as a 
body and demand the protection to 
which they are entitled? You can 
rest assured that the legitimate man- 
ufacturers of automobile parts will 
fall in line and allow and grant to the 
automobile jobber a proper discount; 
to the hardware dealer commensurate 
with the service rendered; to the 
hardware jobber a better discount 
than all of the others put together. 


The question is, why should he 
favor the hardware jobbers? Just 
because the hardware jobber is the 
legitimate distributor of goods and 
does not cut prices and does not ruin 
the industry in which they are inter- 
ested and of which they have made a 
livelihood for years. 

Not only is this the case, but a 
jobber in the hardware trade is 
recognized and a list is published and 
they do job the goods which are rep- 
resented, without injuring the manu- 
facturer in any way. 

Seeing the situation from another 
point of view, and the point of view 
of answering the letter of the Clifton 
Hardware Company, beg to say that 
there are a great many answers that 
can be made, as well as to your letter 
as to suggestions that can be made 
to you, but unfortunately, we have 
not the time and we do not think you 
would wish us to dwell upon the sub- 
ject and take so much of your time. 

We will, therefore, simply state 
that the only solution and only 
answer that we can make to the trade 
as regards the catalog is that while 
the mail order house does advertise 
certain articles at cut prices, they 
are not always advertising or repre- 
senting the goods which they do sell. 

In some limited cases we know 
there are Spit Fire spark plugs that 
have really been offered for sale 
legitimately at cut prices, but in the 
majority of cases the goods which 
have been sold and represented as 
Spit Fire high-priced plugs were 
very often an inferior article which 
they marked with the word “Spit 
Fire” and was not the genuine article. 

Just the same with these mail order 
houses, who are selling plugs and 
other articles which they offer to the 
trade at very low prices. Taking, for 
example, the proposition as presented 
by the Clifton Hardware Company. 

The rag-paper catalogs and folders 
from automobile accessory mail-order 
houses offer for example to some of 
their customers carbon scrapers at 
28 cents net. Now 28 cents net for 
a carbon scraper is nothing but a 
piece of iron bent to shape and is not 
a proper high-grade carbon scraper 
which is a steel instrument, well made 
and sharp and ready for use. 

. The tire covers 32 x 3%, which 
they offer at 75 cents, are nothing but 
very cheaply made substitutes for a 


high-grade article which they would 
only distribute and dispose of. They 
would be ashamed to handle the 


- article which this mail order house is 


offering for 75 cents. 


Now, returning to the Champion 
1%-inch spark plug at 35 cents, beg to 
say that if this mail order house is 
offering this Champion plug at 35 
cents the price at which they are 
buying the goods allows probably a 
sufficient margin to fill the orders at 
this price, and if such is the case there 
is no doubt but that. the hardware 
house could do the same. 


Nevertheless, we doubt whether the 
idea of asking for orders at 35 cents 
is not with the object of substituting 
some other plug and writing the cus- 
tomer they are out of the goods at 
the present time, and hope that the 
plugs which they are substituting will 
answer the purpose; ninety-nine 
chances on a hundred this is the case, 
and has been our experience when we 
have tried and tested to find Spit 
Fire spark plugs offered at cut price, 
particularly on platinum point. 
Though it is not our business to men- 
tion at what price our competitors 
are selling goods to the trade, still we 
know and we have been informed that 
the price of the Champion plugs on 
44-inch standard sizes is $250 per 
thousand, and we know that 10 cents 
per spark plug is the profit which this 
hardware house would be very well 
satisfied with, if they were buying the 
plugs at the right price. 


The fact remains, nevertheless, that 
when in a city an automobile owner 
requires supplies of any nature, he 
will go to the hardware store or to 
the automobile supply and hardware 
store, which is only the legitimate 
place to secure the goods. 

If you need rivets, screws, bolts, 
screw drivers and hammers, where 
can you get them better than in 
the hardware store, and while there 
getting these supplies you will also 
ask for anything else you may re- 
quire—spark plugs, tire covers and 
tires as well. 

The main feature, the main idea to 
bear in mind is, there is an associa- 
tion of hardware dealers and hard- 
ware jobbers and let them get busy. 

Thanking you very much for call- 
ing this to our attention, and trusting 
that we have helped you a little, 
we are 


[Signed ] 


Yours very truly, 


A. R. MOSLER & Co., 
A. R. MOoSLER, President. 


Garford Manufacturing 
Company, Elyria, Ohio 


HARDWARE AGE. 
August 6, 1914. 

Gentlemen: 

We are in receipt of your communi- 
cation of the 3d, enclosing copy of 
letter from the Clifton Hardware 
Company, of Eufaula, Ala., asking 
us what we would say to such a dealer 
should we have such a letter from 
him. 

We can see no difference in this 
situation than in any other situation 


Hardware Age 


so far as the merchandising proposi- 
tion is concerned. : 


A few years ago, it was only those 
thot were fairly well fixed that could 
enjoy a piano. At this time they can 
be bought at a very low price, yet 
that does not affect the sale of the 
Steinway and the other high-class 
productions. 

Our position in the matter is that 
we supply warning signals for auto- 
mobiles, motorcycles and so on at a 
very low cost. In fact, our price is 
the lowest of any of the standard sig- 
nals and is reached by reason of large 
productions. 

The up-to-date merchant, in our 
opinion, can create and maintain sales , 
on a good article at a fair price. Of 
course, we have in mind the good ar- 
ticle being our own production largely, 
and, also, consider our price an ex- 
ceptionally fair one. 

Looking at it in this way, we be- 
lieve that any dealer can go ahead 
and by local advertising, local efforts, 
window dressing and a _ reasonable 
amount of salesmanship ability cannot 
help but get fair results. 


The hardware trade is a natural 
distributor for motor goods and the 
longer these different merchants stick 
to them the more money they will 
make and we certainly hope that none 
of them will be allowed to get cold 
feet on the proposition, so to speak, 
by reason of rag paper catalog adver- 
tising. 

Yours very truly, 
THE GARFORD MFG. Co., 


[Signed] A. W. Ornhiner. 


Billings & Spencer Co., 
Hartford, Conn. 


Aug. 5, 1914. 
Editor HARDWARE AGE. 
Dear Sir: : 
Your favor of the first received en- 


closing copy of letter from the Clifton 
Hardware Company, of Eufaula, Ala. 


We have read these letters through 
carefully and our reply would be as 
follows: 

The hardware man, as a rule, has 
been in the business a number of 
years and has built up a reputation 
for integrity and shown a disposition 
to handle only goods of known quality. 
Against him is a mushroom growth of 
dealers in motor accessories, in many 
instances interested almost entirely in 
the immediate profit and with little 
inclination to stand behind their out- 
put. 

It is a far safer proposition for the - 
ordinary purchaser to turn to the 
regular hardware man, even at a 
slight increase in price, than to buy 
of comparatively unknown people 
goods which have no local backing. 


Very truly yours, 
THE BILLINGS & SPENCER COMPANY, 


[Signed] Lewis D. Palmer, 
Treasurer. 


HARDWARE AGE will print in the is- 
sue of August 27 the rest of the let- 
ters received from manufacturers on 
this subject. 
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ELECTRIC WARNING SIGNAL 


The Sparton warns! It doesn’t make pretty 
music, nor work pretty often—it warns! 


Its clear dominant note crystallizes the hesi- 
tant pedestrian’s thought—it makes him move. 


And since it warns him in good time, he 
holds no grudge against the autoist. 


Sparton is made in a size to “‘fit’’ every car 
and every motor boat. 


It doesn’t stay in stock. 


Write. 
Prices from $7.00 to $15.00. 


The Sparks-Withington Co. 


Jackson, Michigan, uu. & A. 
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Hardware Age 


NOTES OF THE RETAIL HARDWARE TRADE 


_ THORNE, N. D.—The Thorne Department store has started 
in the hardware business, retailing the following lines: Belt- 
ing and packing, buggy whips, builders’ hardware, children’s 
vehicles, churns, crockery and glassware, cutlery, dairy sup- 


PHOENIX, ARIZ.—The Valley Hardware & Plumhbing Com- 
pany has recently opened a branch store here. The stock 
includes bicycles, builders’ hardware, children’s vehicles, 
churns, dog collars, fishing tackle, furnaces, galvanized and 
tin sheets, hammocks and tents, heating stoves, lubricating 
cils, mechanics’ tools, paints, oils, varnishes and glass, pre- 
—— roofing, refrigerators, sporting goods and washing 

nes. 


Los ANGELES, CaL.—The Dietz Hardware Company has 
gone into the hardware business at 2407 South Vermont ave- 
nue, carrying the following lines: Baseball goods, bathroom 
fixtures, bicycles, buggy whips, builders’ hardware, cutlery, 
dog collars, electrical household specialties, fishing tackle, 
stoves and ranges, heavy hardware, mechanics’ tools, paints, 
oils and varnishes, etc. Catalogs requested on shelf hardware 
and housefurnishings. 


PEKIN, ILL.—J. F. Meyer will shortly move into his new 
quarters at 434 Court street. 

Mexico, INp.—Kinzie & Hiers have erected an implement 
store. This concern handles a complete stock of hardware, 
on which catalogs are requested. 


ATLANTIC, Ia.—Coe & Hoffman have purchased the Boyd 
hardware stock. 


FRANKFORT, Kas.—I. H. Alspach has bought the hardware 
store of H. E. Shumway, and will conduct a wholesale and 
retail business under the title of the Alspach Hardware 
Company. Catalogs requested on automobile accessories, 
baseball goods, bathroom fixtures, bicycles, buggy whips, 
builders’ hardware, building paper, children’s vehicles, churns, 
cream separators, dairy supplies, dog collars, dynamite, elec- 
trical household specialties, fishing tackle, gasoline engines, 
linoleum, sewing machines, silverware, wagons and buggies, 
washing machines, mechanics’ tools, oil cloth, stoves and 
ranges, refrigerators and sporting goods. 

PIKEVILLE, Ky.—The Pauley Ratcliff Hardware Company 
has been incorporated with a capital stock of $5,000. The 
incorporators are J. E. Ratcliff, Emma L. Ratcliff and H. I. 
Pauley. 

CALUMET, Micu.—Kinsman & Wagner will shortly open a 
hardware store after alterations in their building are com- 
‘ey The lines handled include baseball goods, builders’ 

ardware, buggy whips, cutlery, dog collars, fishing tackle, 
lime and cement, lubricating oils, paints, oils and varnishes, 
ranges and stoves, sporting goods, wagons and buggies and 
shelf hardware. 

DETROIT, MicuH.—The William Wayne Furniture & Hard- 
ware Company has moved into its new store at 1617 Mack 
avenue and requests catalogs on automobile accessories, base- 
ball goods, bathroom fixtures, belting and packing, bicycles, 
buggy whips, builders’ hardware, building paper, children’s 
vehicles, churns, cream separators, crockery and glassware, 
cutlery, dairy supplies, dog collars, dynamite, electrical house- 
hold specialties, fishing tackle, furnaces, furniture department, 
galvanized and tin sheets, gasoline engines, hammocks and 
tents, harness, heating stoves, heavy farm implements, heavy 
hardware, home barbers’ supplies, iron beds, kitchen cabinets, 
kitchen housefurnishings, lime and cement, linoleum, lubri- 
cating oils, mechanics’ tools, oil cloth, paints, oils, varnishes 
and glass, plumbing department, poultry supplies, prepared 
roofing, pumps, ranges and cook stoves, refrigerators, sewing 
machines, shelf hardware, silverware, sporting goods, tin 
shop, toys and games, wagons and buggies, washing machines. 


HANNIBAL, Mo.—The stock of hardware, tools and paint of 
the late William Kansteiner has been bought by Frederick 
ers who will conduct the business under his own 

ame. 


LINNEUs, Mo.—The Smiley Hardware Company has dis- 
posed of its stock to J. B. Harvey & Son, which includes a 
complete stock of housefurnishings, sporting goods and gen- 
eral hardware. 

Fort SHAW, Mont.—The W. A. Graham Hardware Com- 
pany has completed plans for the erection of a building 
26 x 60 feet, to be occupied as a hardware store. The com- 
pany carries a complete stock of automobile accessories, 
baseball goods, bicycles, buggy whips, builders’ hardware, 
children’s vehicles, churns, cream separators, cutlery, dairy 
supplies, dog collars, fishing tackle, furnaces, gasoline engines, 
harness, heating stoves, home barbers’ supplies, kitchen house- 
furnishings, lubricating oils, and mechanics’ tools, pumps, 
poultry supplies, toys and games, washing machines, shelf 
hardware and silverware. Catalogs requested on the above. 


EXETER, Nges.—F. C. Meitner has disposed of his hardware 
business to James T. Houzvicka. The stock carried includes 
fishing tackle, mechanics’ tools, baseball goods, bicycles, buggy 
whips, churns, cream separators, crockery and glassware, 
cutlery, dairy supplies, lubricating oils, shelf hardware, silver- 
ware, sporting goods, washing machines, prepared roofing and 
harness. 

LONG PINE, Nges.—Skillman, Justice & Co. have bought the 
hardware store formerly owned by H. H. Mann. The lines 
carried are mechanics’ tools, pumps, shelf hardware, silver- 
ware, washing machines, cutlery, churns, builders’ hardware, 
buggy whips, stoves and ranges, lubricating oils, and gal- 
vanized and tin sheets. 

MADISON, NeB.—The H. & M. Hardware & Furniture Com- 
pany is now occupying its new geo The firm carries a 
full and complete line of hardware and furniture. 


ANTWERP, N. Y.—Fredenburg & Staplin have acquired the 
retail business of D. C. Bullis & Sons, having taken posses- 
sion August 1. Catalogs requested on general hardware. 


WILLIAMSON, N. Y.—Frank S. Wilder has sold his hard- 
ware store to the Williamson Hardware Company, carrying 
a stock of bathroom fixtures, belting and packing, bicycles, 
buggy whips, builders’ hardware, churns, dairy supplies, cut- 
lery, fishing tackle, harness, stoves and ranges, kitchen 
cabinets, lime and cement, linoleum, oil cloth, mechanics’ 
tools, refrigerators, sewing machines, silverware, shelf hard- 
ware, sporting goods, wagons and buggies and washing ma- 
chines, on which catalogs are requested. 

DuRBHAM, N. C.—Pollard Bros. will shortly commence the 
— of a building in which a hardware store will be 
opened. 





plies, galvanized and tin sheets, harness, heating stoves, 
heavy hardware, kitchen housefurnishings, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, plumbing 
department, ranges and cook stoves, shelf hardware, silver- 
ware, tin shop, washing machines. Catalogs requested on 
general hardware, housefurnishings and sporting goods. 
WHEATLAND, N. D.—The Frank Lynch Company has re- 
cently started in the implement business. The stock includes 
automobile accessories, belting and packing, cream separ- 
ators, gasoline engines and heavy farm implements. ' 


BELLAIRE, OnH1I0.—Cummins & Morris have added a line of 
automobile accessories to their stock. Catalogs requested. 


MANSFIELD, OHIO.—C. M. Fullerton has sold his interest in 
the Cairns & Fullerton hardware store, 124 North Main 
street, to Ralph Winkler, and the firm will hereafter be 
known as Cairns & Winkler. ’ 

NEVADA, OHI0O.—Alpha L. Winter has purchased the imple- 
ment business of W. H. Nicholson. The stock consists of 
buggy whips, cream separators, electrical household special- 
ties, gasoline engines, harness, heavy farm implements, lubri- 
cating oils, wagons, buggies and washing machines. 

CHAMBERSBURG, Pa.—A. L. Sollenberger has sold his hard- 
ware store on North Main street to the Zug Hardware Com- 
pany. 

LANCASTER, PA.—The Steinman Hardware Company has 
changed hands. S. Z. Moore will take over the business per- 
sonally. The store has been enlarged and automobile tires, 
lubricating oils, pumps, motor boats, detachable engines, and 
tinners’ supplies have been added to the general stock. Cata- 
logs requested on baseball goods, bathroom fixtures, belting 
and packing, buggy whips, builders’ hardware, building paper, 
churns, crockery and glassware, cutlery, dynamite, fishing 
tackle, furnaces, galvanized and tin sheets, hammocks and 
tents, harness, heating stoves, heavy hardware, kitchen 
housefurnishings, lime and cement, linoleum, mechanics’ 
tools, oil cloth, paints, oils, varnishes and glass, poultry sup- 
plies, prepared roofing, ranges and cook stoves, refrigerators, 
shelf hardware, sporting goods, tin shop, washing machines. 

MILL HALL, Pa.—Elmer Tevling has moved his hardware 
stock into larger quarters. 

BRIDGEWATER, S. D.—Paul Gross will open a hardware store 
here and will carry the foHowing lines: belting and packing, 
buggy whips, buiiders’ hardware, children’s vehicles, cream 
separators, crockery and glassware, cutlery, dog collars, fish- 
ing tackle, galvanized and tin sheets, heating stoves, heavy 
hardware, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, pumps, ranges and cook stoves, sewing 
machines, shelf hardware, silverware, sporting goods, tin 
shop, washing machines. 

CoLomE, S. D.—A new store has been opened by Blakkolb 
& Co., retailing the following lines: Baseball goods, belting 
and packing, builders’ hardware, churns, cream separators, 
cutlery, dairy supplies, dog collars, dynamite, fishing tackle, 
galvanized and tin sheets, hammocks and tents, heavy hard- 
ware, lubricating oils, paints, oils, varnishes and glass, 
pumps, shelf hardware, sporting goods, and washing ma- 
chines. Catalogs requested. 

CoLomE, S. D.—G. A. Klinkhammer has purchased the 
Luken & Klinkhammer store, and has increased the stock 
by the addition of a line of harness and Ford cars. Catalogs 
requested. 

Sioux Fauus, S. D.—The Brown Hardware Company is 
now located in its new store, which has been remodeled and 
equipped with modern fixtures. The stock includes auto- 
mobile accessories, baseball goods, bathroom fixtures, belting 
and packing, bicycles, children’s vehicles, churns, heavy 
hardware, furnaces, mechanics’ tools, refrigerators, sewing 
machines, sporting goods, tin shop, washing machines, pre- 
pared roofing, poultry supplies and pumps. 

CLARKSVILLE, TENN.—The J. E. Elder Hardware Company 
has been incorporated with a capital stock of $20,000. The 
incorporators are J. E. Elder, J. C. Gotham, W. W. Meri- 
wether, F. Ely and J. T. Cunningham. 

Corpus CuHrRIsti, Tex.—The capital stock of the Corpus 
Christi Hardware Company has been increased from $20,000 
to $70,000. 

DALLAS, TeEx.—The Huey & Philp Hardware Company has 
opened its new store, and in addition to its regular stock 
have added architect’s supplies, fountain pens, electrical 
sundries and spraying machines. The business is wholesale 
and retail. 

WaAXAHACHIE, Tex.—The Oldham Hardware Company has. 
been incorporated with a capital stock of $7,500. The incor- 
porators are Edward Oldham, Carry Oldham and Ross Moss. 

RICHLAND, WasuH.—The Richland hardware store was. 
recently sold to F. G. Bier & Co. The stock includes auto- 
mobile accessories, baseball goods, bathroom fixtures, buggy 
whips, builders’ hardware, children’s vehicles, churns, cream 


separators, cutlery, dog collars, fishing tackle, gasoline 
engines, harness, mechanics’ tools, pumps, shelf hardware, 
silverware, sporting goods, and washing machines. Catalogs 


requested. 

BLUEFIELD, W. Va.—The M. G. Whitlow Hardware Com- 
pany has been incorporated to conduct both a wholesale and 
retail business. The capital stock is $75,000. The incor- 
porators are M. G. Whitlow, H. G. itlow, C. B. Whitlow, 
Harley Dalton and J. L. Dickinson. The new firm will carry 
a general line of shelf and heavy hardware, sporting goods, 
harness and saddlery, paints, oils and varnishes, stoves, 
ranges and housefurnishings, and in addition will conduct a 
sheet metal shop. 

CHARLESTON, W. Va.—The Burlew Hardware Company 
has gone into the hardware business, carrying the following 
lines: Builders’ hardware, building paper, cutlery, dog col- 
lars, heavy hardware, mechanics’ tools, shelf hardware, 
pumps, paints and varnishes, floor, tile and sewer pipe. The 
floor space of this company has been doubled. Catalogs 
requested on doors and sash, shelf hardware, granite and 
tinware, stoves and ranges. 
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The Latest and Best | 
Atkins str Saws 
FINEST ON EARTH |. | 
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We want every dealer in or user of wood, or 
Metal Saws to have one of our new No. 12 


CATALOGS. 


If you have not already sent in your name for 
one of these books please do so at once. Write 
to nearest address below. 


ATKINS ALWAYS AHEAD 
E. C. Atkins & Co., Inc. 


The leading manufacturers of Saws and Saw Tools 
Home Office and Factory, Indianapolis, Ind. - 
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Branch Houses carrying complete stocks of goods for immediate delivery in the following 


cities. Address. E. C. Atkins & Co., 


Atlanta Minneapolis Portland, Ore. Vesssatitints ms . 
Chicago | New Orleans San Francisco Sidney, N. S. W 
Memphis New York City Seattle 

Canadian Factory, Hamilton, Ont. Machine Knife Factory, Lancaster, N. Y. 
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VICTOR 
and Vanquished 


The pan of every 
VICTOR Trap is 
stamped withaV J 


See da 
the 4 
V 

























t 4 Py 
| if 


ONEIDA COMMUNITY. Ltp.. ONEIDA_N.Y. 














_ This advertisement is appearing in all of the 
best trapping publications 





